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In line with its policy “always first with 
sana all that’s new,’ Winthrop introduces slip- 
ed In-’n-Outers, the year-round, all-purpose 
__ leisure shoe, combining stay-at-home 


and stray-from-home smartness. 


itionary in construction, design 


pose, In-’n-Outers are sure to 


nm pet every casual footwear need. 


Winthrop salesmen will 
p in the Winthrop tradition be on the road soon with 
In-’n-Outers and the com- 

ee that click”. plete Winthrop line for 
styles ° spring. If you'd like a call, 


To be advertised in drop us a line. 
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A new blucher pattern, handsomely and sturdily 
masculine. Full leather sole (cable stitched); rub- 
ber heel, brass eyelets —and built with patented, 
Synchro-Flex construction, 

by J. P. Smith Shoe Co., Chicago 


Hubschman’s — 1024-Tan Calf, antiqued bright 


E. HUBSCHMAN & SONS, INC.., 


foremost 


choose 


has 


Vet as 
rte 


to discriminating eyes . 


The prime specification for top grade m 


shoes is stout-hearted calfskin... hands 


.. pliant 


comfortable to feet in action. Ameri 
bootmakers for n 


Tandrite because it « 


bines all the virtues essentlia 


fine footwear... unifor: 


PHILA.., 


superior Quality, Co 


Finish and Durabi! 
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N-AGE shoe departments and teen- 
promotion are important develop- 


his Issue 


of recent date in the retail Shoe_| 


Progress in this new merchan- 
approach has been reported from 
to time in the pages of the RecorpeR, 
readers have had an opportunity 
scome thoroughly familiar with what 
« like Bamberger’s in Newark, 
’s in Boston, and others have been 
to attract youthful customers. 
m a store like Marshall Field & 
ny, in Chicago, opens a new shoe 
» based on an idea of this kind, 
news, and it means that what might 
p been at one time regarded as an 
tion has now definitely arrived. 
}story on pages 50 and 51, of the 
term planning that preceded this 
fant move at Field’s, and the way 
ich it was launched and is now be- 
pmoted, forms one of the most in- 
ing feature articles in this issue. 
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ands 
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mer! oks as if fashion co-ordination is 


ig to be more important than ever be- 


this postwar period. As our fash- 
‘@ditor points out, the retailer won't 


laying quite fair with his customer - 


sells her just shoes this Fall. If 
to look her best, the store should 
ther the shoe in relation to her com- 
costume. So the leading fashion 
le in this issue, “Shoes and the New 
tte,” on pages 54 and 55, is a 
study of how coming footwear can 
ordinated with coming fashions in 
pry, dresses and other apparel. We 
it’s going to be more and more 
nt for every shoe retailer, as time 
68.0n, to give more and more attention 
this business of co-ordinating shoes 
nd the costume. 


* * #@# 


EVERYBODY in business did a certain 
gmount of postwar planning, but a lot of 
were pretty sketchy. Some retail- 
is are beginning to discover that things 
ent worked out just the way they 
i. They'll be glad to have a chance 
ck their ideas against the thinking 
retail shoe firm of recognized stand- 
with a reputation for successful mer- 
fandising based on intelligent plan- 
The article “Stay with Merchandise 
ss,” on pages 52 and 53 in this is 
sue, tells you in the words of a Wetherby- 
executive their conclusions with 

Tegard to postwar policies. 
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The problems of surplus property are coming home to haunt the law-— 
makers who foisted the present cumbersome Surplus Property Act on the disposal 
agencies. 

Overzealous in their attempts to get a high return for the government 
and to get goods into 'normal trade channels,' thereby avoiding Congressional 
criticism, officials of the Department of Commerce Office of Surplus Property, 
instead of selling | hundreds of millions of dollars worth of readily marketable 
goods are busying tl themselves with a long-winded series of plans, programs, 
policies, pronouncements, press releases, and countless miles of red tape. 

These problems have not affected surplus footwear disposal as yet, for 
shoes and related items are not now being sold. 

An industry advisory committee representing all segments of the shoe 
industry, has endorsed the surplus shoe disposal program set up by the Office of 




































Surplus P3 Property, Department of Commerce, at its first meeting with the Surplus 
Property Bos Board held recently in Washington. 

~ The program is scheduled to start before mid-October, and involves the 
disposal of 10 million dollars worth (cost to the _government) of cold—climate 
shoes, all new. The disposal sale will be conducted under the new fixed price 
policy established by the OSP, with three price levels, wholesale, chain and 
mail order, and retail. 

. W. O. Cagney, Chief of the Footwear Branch, Office of Surplus Prop- 
erty, Department of Commerce, was chairman of the meeting. Carl H. Monsees, 
Assistant Deputy Administrator of Consumer goods represented the Surplus Prop- 
erty Board. The members of the committee are as follows: M. C. Starcke, R. H. 
Macy & Company, New York; John W. Lake, International Shoe Company, St. Louis, 
Missouri; Albert J. Burnes, A. Milders & Sons, New York; Hugh Bullock, Tyre 
Rubber Company, Andover, Massachusetts; Charles E. Allen, Allen-—Squire Shoe 
Company, Spencer, Massachusetts; 0. S. Naylor, Montgomery Ward & Company, New 
York; R. H. Lakamp, J. C. Penney Company, New York; Charles F. Johnson, Jr., 
Endicott-Johnson Shoe Company, Endicott, New York; Joseph Goldstein, Julius 
Goldstein & Sons Company, Boston, Massachusetts; and Fred A. Forray, Seven 
Seas Export Company, New York. 

Members of the shoe trade who are interested in acquiring surplus 
footwear items are urged to get in touch with the nearest regional surplus 
property office. All sales will be made through the regional offices, even 
though policies have been set in Washington. It would be advisable for 
interested persons to get on the regional office mailing lists as soon as 
possible. A listing of these offices can be found at the close of this page. 

It is estimated that eventually more than 25,000,000 pairs of shoes 
will become surplus. Obviously, a large portion of these can be disposed of, if 
they are put on the market NOW. 

Many of the footwear items included in this initial program are not in 
readily salable lines, including 123,000 pairs of ski mountain shoes, unan- 
nounced quantities of Arctic felt boots, Mukluk boots, plus felt boot socks to 
be worn with the first two types. Also included in present declarations are 
435,000 pairs of women's service shoes, 10,000 pairs of nurses' low cut oxfords, 
16,000 pairs of boots with legging tops, and 362,000 pairs of 12-inch high-—top 


blucher boots. 
The Army has given no indication as to further declarations of surplus 


shoes, but additional shoe-selling programs are expected in due course. 
[TURN TO PAGE 78, PLEASE] 
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Voice of the thade 


THE CAMP AND HOSPITAL 
SERVICE of the Red Cross at Na- 
tonal Headquarters has released 
some of the results of the recent 
leather drive by the Shoe and Leath- 
et Goods Industries Leather Salvage 
Committee—for the leather handi- 
graft programs conducted by the 
Red Cross in more than 100 mili- 
lary and naval hospitals in this 
country and abroad. Approximate- 
ly 150 shoe manufacturers, tanners, 
leather wholesalers and other leath- 





et goods resources have contributed 
to this worthy cause. Hospital ships 
entering New York Harbor were 
supplied with leather by the New 
York headquarters of the North 
Atlantic Division of the Red Cross. 

A conservative estimate of all 
leather received would be about 40,- 
000 Ibs. Considering the critical 
situation prevailing in the leather 
market, these results were really 





very good. 

The Camp and Hospital Service 
officials of the Red Cross have urged 
that the drive be continued for it 
is one of the most valuable pro- 
grams in their rehabilitation work— 
‘particularly now when thousands of 
our wounded are being returned 
“from overseas to base hospitals in 

this country. 

* * * 
MYRON HALGAS of Halgas Bros., 
Syracuse, New York, says: 
“From a_ business standpoint, 
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Syracuse is in’a fortunate position 
because of its diversified industries. 
So far we have found no falling off 
in business, although there is some 
temporary unemployment. Wages 
will trend downward. At present 
our inventory is almost normal. 
During the war we bought from 
many sources—a practice which 
would be bad in normal times but 
was resorted to because of the diffi- 
culty in obtaining shoes. As a re- 
sult we had many small shipments 
which tided us over. Just as soon as 
things get straightened around, we 
are going back to our old policy of 
buying from a few factories. 

“We intend to buy plenty of good 
leather shoes and gabardines but 
nothing in the non-rationed class. 
During the war we added plastic 
shoe horns and leather billfolds. 
We'll continue to carry them in the 
future.” 








WHEN Price Administrator Ches- 
ter Bowles ended rationing of in- 


dustrial rubber footwear (hip 
height boots, above knee height 
boots, below knee height heavy 
boots, below knee height light boots, 
mine pacs, bootees and other foot- 
wear in this class ten inches or more 
in height and pacs, bootees and 


work shoes below ten inches in © 


height) he said: 
“Every time I am able to make 
an announcement like this (lifting 





the rationing) I feel that we are 
lightening the war-caused burden of 
American business and consumers 
and taking another step toward the 
free economy we have waited for so 
long. We feel the time has come 
when rubber footwear can safely be 
put on the free market, without in- 
convenience to any group of users. 
Workers in industry, fishermen, 
farmers and miners—all should be 
able to get the rubber footwear they 
need to stay on the job.” 





H. WALTER GILBERT of Cutting 
Room Appliances Corporation, 
says: 

“I consider that the most impor- 
tant step in the stabilization of labor 
is the limiting of the working hour 
week to not more than 40 hours. 
If a law were passed which made 
this compulsory, more people could 
be absorbed into industry. This 
would also mean that production 
could be established and maintained 
at a steady keel. No one will dis- 
pute the fact that a healthier condi- 
tion would exist in the nation if 
employment could be stretched to 
include our present civilian popula- 
tion and the returning veterans. And 
if giving up overtime working hours 
will help to accomplish this, both in- 
dustry and labor should be prepared 
to make this small contribution to 
our fighting men and the prosperity 
of the nation. With industry mind- 


47 
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ful of its obligation in providing 
work for all, we can swing into re- 
conversion, giving our best efforts 
to peacetime production and avert 
the catastrophe of mass unemploy- 
ment.” 





WHY WORRY? 


—In looking over the weekly book 
sections of the metropolitan news- 
papers | have been impressed 
recently with the sizable number 
of books that are advertised 
under titles similar to Banish Fear, 
Those Nerves, Learn to Relax, 
Control Yourself, etc. All of 
which is indicative of the high 
tension under which the average 
man is working these days. 

—And all of which again means 
that thinking men realize we are 
facing in this new and changing 
world of ours tremendous prob- 
lems which have no precedent to 
go by and which will test to the 
limit courage, the initiative, 
the energy of those of us who 
are to survive and prosper under 
new, and in many ways, un- 

conditions. 

—But worry and fear won't help. 
If you feel the jitters coming upon 
you get your book dealer to 
recommend one of these new 
books having to do with nerves, 
self control and relaxation. 

—Better still, have a good, sensible 
pow-wow with yourself and say: 
"There's plenty of hard work 
ahead of me, | have a heap 
big job to do, so why worry? If 
it wasn't for problems to face 
eee, 1 might be out of a 

—Most of us are paid to handle 
touch problems. so cheer up, and 
tackle them with the right spirit. 


EUS Tbe 


President 





WERNER J. ILLING, of Illing of 
California, women’s shoe manufac- 
turing firm in Los Angeles, writes 
the REcorpER: 
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“As you know this area produces 
almost exclusively platform shoes. 
Up to the last change of M-217 our 
plaform covers had to be made of 
fabric. When this restriction fell 
on August 27th our customers and 
the public rightfully expected us to 
make the platform covers of leather, 
which increases the life of the shoe 
by about 100 per cent. 

“On the other hand, this change 
entails an additional expense for the 
manufacturer of 15 to 20 cents. 

“Even the antiquated price meth- 
od of MPR would give us the oppor- 
tunity to add this additional expense 
to our price. On the other hand, 
quota restrictions prevent us from 
making shoes in any higher price 
range than before, so that in prac- 
tice we have to absorb this addi- 
tional expense ourselves. 

“Our market in California is hit 
harder than other markets by this 
situation because in other areas 
platform shoes form a much smaller 
proportion of the total production, 
whereas here we have to carry this 
additional expense for every pair of 
shoes we produce. How long the 
individual factories will be able to 
absorb this additional cost might 
vary, but it will be only a question 
of time, unless relief is afforded, be- 
fore even the stronger among us 


may have to close- down.” 
* . 7 


JOHN SCOTT BLACK, chief of the 
Shoe Rationing Division of OPA 
for Southern California, told West 


Coast Shoe Travelers that according 
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to a recent check-up by the Division, 
“retailers’ stocks are 40 per cent of 
normal, with shipments to continue 
slow for some time. Jobbers’ stocks 
are 10 per cent to 20 per cent of 
normal, with deliveries to continue 
slow. Manufacturers of leather foot. 
wear are at present 50 per cent of 
normal.” Mr. Black was of the 
opinion that to bring dealers’ stocks 
up to normal would take every shoe 
manufacturer in the United States, 
working night and day, two years to 
rehabilitate stocks to where they 
were before the war; and concluded 
with this optimistic note: “Retail. 
ers, wholesalers and manufacturer 
will have no permanent worries for 
there will be several years of good 
business ahead and the market can- 
not be quickly overstocked with 
merchandise for a long time to 


come.” 
+ * - 


OPA CHIEF CHESTER BOWLES 
characterized as “nonsense” the 
charges made by some business 
men that the Government wants to 
continue price controls indefinitely. 
He told members of the National 
Industrial Conference Board at a 
dinner meeting in New York that 
controls on many important items 
will be removed more quickly than 
some people expect. At the same 
timé he warned that “shortages of 
electrical appliances, building mate- 
rials, radios, automobiles and other 
consumer goods will remain acute 
and dangerous for many months to 
come.” 


All right! All right! Which one of you gentlemen was first? 
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Now for Peacetime Production 


ys WHAT this country still needs is production. Not war continuing needless production quotas, or check its free 
icturers production, for the war has been won. But peacetime flow through trade channels to consumers by ill-advised 
ries for production of needed civilian goods, which will give price controls, and you increase the likelihood that con- 
f good employment to millions of discharged service men and sumers will bid up the price on the inadequate supply. 
et can- displaced war workers and at the same time provide RECENT acti ; 

action of the War Production Board in per 


1 with 


me to 


protection against an inflationary price rise. 

It’s true, labor seems more interested at the moment 
in getting what it can while the getting is good, even 
if it has to strike for it, than in smoothing the course 
of reconversion. But that’s a natural postwar reaction; 
it will change as demobilization proceeds. 

Once private enterprise is given the green light and 
freed from the restraining influence of regulation that 


mitting shoe manufacturers to increase production by 
types and price lines will undoubtedly help to speed 
up deliveries to retail stores. The “rescue clause” 
method of taking care of hardship cases under existing 
OPA price regulations may ease some acute problems 
of manufacturers. But we doubt if either or both of 
these measures will provide satisfactory solutions for 
all of the difficulties that are arising under the produc- 


ints to : : : , , 
nitely, ha pe ecg rags - Nae serge A ce wd tion and price regulations. We doubt if the industry 
tional gorge Before age. Bago. Bnet SAS persuaded to accept for an indefinite period in 





employment, and holding in check the price inflation 


at a . * . 
- He a ‘ peacetime any government supervision of production 
c that weich existing _oontzots 5 originally . design nets and distribution of the kind that is exemplified in these 
items prevent, but which, under conditions existing since V-J peminr4 
"than Day, they have rather tended to encourage. There was reason and common sense in President 
me We have the authoritative judgment of practical shoe T,yman’s statement to the Retail Federation that “de- 
oo men in support of this viewpoint, so far as production mobilization from total war cannot move as fast as we 
ther and employment are concerned. J. G. Samuels, presi- would like without creating economic chaos.” On the 
“i dent of the St. Louis Shoe Manufacturers Associati : fic’ 
acute ead erates we tation, other hand, we don’t want these arbitrary and artificial 
hs to recently observed that as production controls are lifted, cyrbs on free competition to continue so long that they 































































shoe output in that important area can be considerably 
increased and employment given to many additional 
workers. Other manufacturers in other areas have told 
the Recorper of ways in which production quotas, as 
well as price controls, have been operating to restrain 
production of civilian footwear. 

The original purpose of production quotas and price 
regulations was to control and as far as possible to 
prevent the kind of price inflation that occurs when 
more customers, supplied with the necessary purchasing 
power, are bidding against one another for a limited 
supply of merchandise. To the extent that they tend to 
restrain production, they now operate to defeat that 
purpose. Put enough goods on the market to provide as 
quickly as possible for the pressing needs of American 
consumers, including the millions of young men and 
women soon to be discharged from the services, and 
you remove one of the two prime factors that threaten 
to bring on postwar inflation. Interfere with the pro- 
duction of needed merchandise, shoes, for example, by 
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ea 


will come to be regarded as part of our normal, per- 
manent, peacetime method of operation. You can’t 
expect to have a successful, satisfactory, smooth-run- 
ning free enterprise system unless it is really free. 

Even the price controls, which in the eyes of many 
people, who perhaps have been blinded a bit by fear 
of an inflationary price rise, have come to be thought 
as commanding some special consideration, must give 
way eventually. For, after all, there is nothing reaction- 
ary in the idea that a man who owns a piece of mer- 
chandise should be privileged to determine the price at 
which he is willing to transfer its ownership. 

Increased production won't solve all the postwar 
problems of industry or of the nation. But right now 
it is vitally important as one of the fundamental factors 
in their solution, Anything that tends to curtail pro- 
duction of needed civilian goods at this juncture, 


‘ whether it be strikes or the continuance of unnecessary 


government restrictions, is sure to have a bad effect on 
reconversion and the well being of the economy. 
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STEADILY increasing importance of 
the teen-age customer in all lines of 
retailing prompted Marshall Field & 
Company recently to open their 
“Young Crowd Shoe Corner,” in the 
basement section. Because of the scar- 
cities in footwear during the ration 
period, a project of this importance 
called for long term planning. It was 
some ten months ago that Fiel’s first 
began working on the idea, cooperat- 
ing closely with the manufacturers to 
develop the kinds of styles, heel 
heights, leathers, etc., which appeal 
to the high school crowd. 

Using a generous corner of the base- 
ment shoe section, the new department 
was designed with a curving back 
wall, inset with a close-set series of 
small shadow boxes, each displaying 
a single pair of shoes. Another wall 
features a large blow-up of an outdoor 
scene showing five young girls in 
sports apparel wearing shoes from 
this department. In the center of the 
“Corner” is an out-size, spirited car- 
ousel horse -symbolizing “Merry-Go- 





ARTHUR A. BROWN 


Buyer of basement shoes and shoes 
for the new Young Crowd Shoe 
Corner at Marshall Field & Co. 


s 
te 


ustomer 


Rounds.” featured here. An illustra- 
tion of this horse has been used re 
peatedly in the ads. 

First announcement of the opening 
of the “Young Crowd Shoe Corner” 
was a four color job, a full page ad on 
the back cover of the Daily News roto- 
gravure weekly magazine. A streamer 
carried the caption: “Catch onto our 
wonderful low-heelers.” This phrase, 
tike the horse, has been used consis- 
tently in all subsequent advertising, 
thus creating for the customer an ef- 
tective link between the name of the 
product, “Merry-Go-Round,” and the 
gay atmosphere in which it can be 
bought. To add further te the spirit 
of the shop there is a juke box—a 
stroke of pure genius in giving the 
desired atmosphere to the corner. For 
the juke box and the high school girl 
are as typically American—and alk 
most as inseparable—as a chocolate 
ive cream soda and a straw. Field's 
juke box, though presented in the 
usual garish colors, has a special at 
traction in that it is pitched very low, 
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How Marshall Field & Company Developed the 
Styles, Created the Atmosphere and Planned the 
Promotion to Put Over a Successful Youthful 
Footwear Section in Their Downstairs Store. 


by MARGARETE K. BURLIN 





: Ads are couched in terms which 

Wi attract the attention of the high 

ol clientele. This one features the 
“Student Sandal.” 


“gudible only to those quite near-at- 
“hand. But there are always young cus- 
in front of it, taping their 
clicking their heels in rhythm! 
other note of atmosphere is the 16- 
old “hostess” who circulates 
ong the young trade, talking their 
. age, talking up the shoes. Prior 
‘to the opening of school she was on 
hand every day, but now only on Mon- 
day afternoons and Saturdays. 


/Only all-leather shoes are shown |. a 
here. retailing at $5.95. Main empha- a seam pg lm je gtd 
Sis is on the low-heeled types. These “thie — of MaenGe Red — a 
‘gomprise loafers, moccasins, pumps, ; ‘ 
‘Testrap sandals, sling backs—all the 


Smart young types that appeal to the Below: The Young Crowd Shoe 
young. However, in spite of the fact Corner at Field’s is an attrac- 
that this shop was beamed to the teen- tive and cosy place in which 
[TURN TO PAGE 73, PLEASE] ‘igh schoolers can shop. The 
back wall curves; shadow boxes 

are set in at frequent interv 
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The store management and department heads consider some non-rationed 

shoes which have sold well, with the idea of swinging them over to something 

with a like consumer appeal. In the center is Mr. Goddard; around him, left 
to right: Messrs. Grainger, Falkenstein, Oger, Fisher, Byrd. 


PosTWAR to us at Wetherby Kayser 
means a return to normalcy. 

This does not take any crystal ball 
gazing or great foresight into the 
future; it is contained in the meaning 
of the word “normal”: operating good 
stores with the best available sales 
organization giving the finest service 
possible, backed by the type of mer- 
chandise which will appeal to the 
greatest number of people who pass 
our windows daily. 

Normalcy means to us more com- 
plete stocks of all merchandise, a 
greater ability to fit more people prop- 
erly in the styles which they actually 
want, rather than the extremely fast 
turnover during the past war period 
when a great many sales were missed. 
Then many other sales were consum- 
mated by selling something to a cus- 
tomer which was not actually what Along with emphasis on 
was wanted. merchandise grades rather 


3 Ph than price lines, the store 
While this organization has never gives prominence to volume 


been a believer in excessive turnover, priced nieréhandice es well 
we as well as others, have just experi- as high style fashions. 
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‘Stay with Merchandise Grades. 
Rather Than Price Lines 


» enced stocks which turned from ten 
to twelve times annually. This was a 
forced condition; no one doing busi- 
ness in quality merchandise put the 
accent on quick turnover. In the pre- 
war period it was necessary to have 
plenty of sizes and widths to fit prop- 
erly, which meant slower turnover. 
This will soon again become the order 
of the day. 

It is a certainty that those sales 
which are saved by having complete 
sizes and widths will become more 
and more important if store traffic 
becomes considerably less than during 
this past abnormal period. 

In its final analysis, turnover only 
adds up to the cost of carrying the 
merchandise, plus any depreciation. 
For example, if a stock has 300 pairs 
of gypsies and sells 500 pairs annu- 


ally, we consider this good business. 
inasmuch as there is no style hazard 
involved and no markdowns, It 
means also a customer who will prob- 
ubly come to us for all of her shoe 
and shoe accessory needs. 

Merchandise which appeals to the 
greatest number of people who pass 
our windows daily must consist of a 
good stock of staples. What good shoe 
buyer has not learned that one must 
maintain very complete size ranges in 
these types of shoes? 

Buying appeal is not entirely con- 
fined to merchandise. It is just as im- 
portant that store service be improved 
as it is to improve the merchandise 
set-up. It is self-evident that the qual- 
ity of sales people must be in keeping 
with the merchandise offered, as well 
as the type of background which that 


merchandise is given through physical 
store set-up. 

Reconversion plans include com- 
plete modernization of all three 
Wetherby Kayser stores, a job we're 
impatient to get started just as quick- 
ly as conditions permit. 

This isn’t because there is any great 
need for more beauty in stores; we 
feel the necessity, however, of making 
the public comfortable and happy 
when they are purchasing the prof- 
fered merchandise. Just good shoes 
and good service is not enough, be- 
cause all the world is expecting tre- 
mendous progress to come out of this 
postwar period. 

The psychological effect would not 
be good if the Wetherby Kayser stores 
were to remain as they are, even 

[TURN TO PAGE 74, PLEASE] 


Wetherby Kayser in Los Angeles, a Shoe Institution That 
Rates Fitting Above Turnover and Store Service on a 
Level with the Merchandise Itself Will Not Tie Itself to 


the Tyranny of Price Lines 


by 

JACK 

GODDARD 

executive vice-president, 
Wetherby Kayser Shoe 
Co., Los Angeles, Cal. 


Messrs. Goddard, Falken- 
stein and Grainger in a cor- 
ner of the Casual Shop in 
the Seventh Street Store. 
They are discussing mer- 
ehandising plans for further 
development of this floor. 
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Striking silhouette and ab- 
sence of trimming illustrated 
in this “mosque” toque from 
Harryson. Below—Again, it is 
the silhouette that gives style 
appeal to this two-piece dress 
with the new fuller, longer 
skirt. By Clare Potter of 
Charles W. Nudelman’s. 


~ SHOES AND 


The graceful curved silhouette 
of this untrimmed d Orsay 
pump is lifted to high style 
drama by the platform sole 
composed of five layers alter- 
nately covered with fabric and 
leather. From Cangemi. 


THE time has come when every shoe man needs to be an all- 
*round fashion expert. If you have followed the fashion news 
in the past few months you will know that great changes have 
been taking place. Shoulders, waistlines, hem lines, hat lines 
. .. all are new looking. Biggest change is in the softening 
and rounding of shoulder and hip outlines. 

Sharing the spotlight with shoulders and sleeves, skirts 
show great variety . . . side and back draping; front or all- 
round fullness; uneven hemlines; longer, fuller skirts on 
daytime dresses. “The Shape” has really come into its own 
again. Trimmings . . . embroidery, beading and sequins .. . 
are still used, but the news is in the silhouette. The same is 
true of new hats. It is the lines of a hat that count much more 
than the trimming. 

These hats, coats and dresses have an important look. They 
are new and dramatic, as well as flattering. And shoes are the 
same. There are still pretty trimmings on shoes, but the new, 
important looking shoes are more often untrimmed, depend- 
ing on outline or pattern design-for style interest. 
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D} THE NEW SILHOURTTE.... 


You Won't Be Playing Fair with Your Customer if You Sell 
Her Only a Shoe This Fall. You Will Need to Sell the Shoe in 
Relation to Her Entire Costume if She Is to Look Her Best. 










Revival of the front 
strap brings back a san- 
dal that suggests the 
more wrapped and cov- 
ered look typical of 
many of the season's 
clothes. From La Valle. 


The wrapped and 
» draped look, another 
' current fashion, ap- 
pears in this back- 
draped dress by Anna 
Miller. Note, too, the 
| uneven hem line 


satin emphasizes the 

season’s fashion 

trends to draping and 
an Oriental look. 





Below. In shoes, 









metric treatment. 
From Andrew Geller. 
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FACTORY EMPLOYMENT AND PAYROLLS 
1923-1833 
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parison with that which exists today. 















ONE factor contributing in some degree to the precipitous 
collapse of shoe and leather prices in the Summer of 1920, 
and helping to prevent what might otherwise have been an 
orderly retreat, was the almost fanatic conviction that a 
leather-hungry Europe would need for many years vast 
quantities of upper stock, sole leather and even finished 
footwear. 

For this conviction, the shoe. and leather industry cer- 
tainly was not wholly to blame. The same belief was 
shared by industry in general. Mushroom export agencies 
envisioned and advertised a field day; and, in the excite- 
ment of finding themselves nationals of a great world power, 
many business leaders and economists painted for them- 
selves a picture which was entirely too rosy. They over- 
sooked the fact that the industrial machinery of England 
and Germany had been untouched throughout the four 
years of war; that France, though invaded, had not been 
wrecked, and that tanneries and shoe factories, even as 
early as 1920, were springing up in parts of central and 
southeastern Europe which hitherto had been 100 per cent 
agrarian. 










So shoe manufacturers and tanners hung on until the 
purely temporary pent-up demand was satisfied—then 
turned for relief to a domestic market which by that time 
nad been reduced to about half its former size. 

A graph reproduced as part of the first article in this 
series, which appeared on Page 53, Sept. 15 issue of 
Boot anv SHoe Recorper, and for which we are indebted 
to the Office of Price Administration, shows that between 
March, 1920 and January, 1922, factory payrolls dropped 
44 per cent; that during the three-year period from the 
beginning of January, 1919, to the end of 1921, farm in- 
come dropped 66 per cent; and corporation profits, after 
taxes, declined 104 per cent. 

The long road back to partial prosperity is illustrated 
by graphs appearing on these pages. From 1923, the first 
full year of the recovery effort, to and including the peak 
year of 1929, national income rose 21 per cent. Factory 
employment rose 10 per cent from its low in 1924 to its 
1929 peak. Wages, as measured by the payroll index, rose 
15 per cent. Not shown on the graph is farm income 
which, in the deflation year of 1920, was $10,569,000,000; 


Boot and Shoe Recorder 

































oe 


= So" FF @& 


he | 





After the Defiation of the Early 20's, the Shoe industry 


Did Not Regain Its Former Peak, But It Was Able Through 
Intelligent Promotion to Cushion the Shock of the Subse- 
quent Collapse. Planning Now May Avert Future Trouble 


and in the inflation year of 1929, was $8,720,000,000—a 
drop of 17.5 per cent. Shoe factory operations, as recalled 
by an alert executive who lived through that period, rose 
from a low of approximately 50 per cent of capacity to 
about 65 per cent—forming a plotted curve almost parallel 
with that formed by the national income. 

. If women’s shoes alone were being considered, it could 
easily be shown that the percentage of capacity reached 
in 1929 was higher. Pruduction of men’s shoes, however, 
served to keep the industry average at the lower level. 

In view of these facts, it cannot truthfully be said that 
the shoe and leather industry shared in the so-called pros- 
perity of the 20’s, almost the sole manifestation of which 
was the swift rise in the prices of stocks and bonds which 
culminated in 1929. 

It can be said, however, that during the seven-year peri- 
od which ended in 1929, the industry laid a foundation so 
sound that it was enabled to carry on better than it other- 
wise would have through the depression yeats beginning 
in 1930—so firm a foundation that its effects are still being 
felt and will continue to be felt in the days to come. 

What happened during that period can, without prejudice 
of any kind, be credited to the free competitive system 
under which, in the terms of a Boor ano SHor RecorDER 
slogan of those days, the obligation of every element in 
the industry was to “make a profit or quit.” It was a 
triumph of intelligent promotion whereby the public got 
better shoes, better-looking shoes, better-fitting shoes and 
a wider variety of materials than they had ever had before, 
at prices they could afford to pay. 

Paris emerged from the first world war with its reputa- 
tion as a style center unimpaired. From that source, be- 


by OWEN A. THOMAS 


ginning in the Spring of 1921, there poured a steady 
stream of new ideas. So-called millinery shoe styles were 
born and accepted in this country. The idea of “shoes for 
occasions”—a Boot ano SHor Recorver promotion—took 
hold. 

Perugia, or his equivalent, decreed fabrics for daytime 
footwear as well as for formal evening wear and the leather 
industry, employing stylists of its own, retorted with its 
famous “Nothing takes the place of leather,” and set out 
to prove it by introducing and advertising leather in a wide 
variety of colors. Reptile leathers made their appearance. 
So, too, did embossed and printed leathers, some of the 
latter with as many as four colors to each printed design— 
—amulti-color effects. 

Competition kept prices of both fabric and leather at rea- 
sonable levels. No more apt illustration of this can be 
found than in the remark of a trade economist who, in 
addressing the annual meeting of the New England Shoe 
and Leather Association in late April, 1929, suggested that 
the tanners’ slogan be revised to read: “Nothing takes the 
place of leather made from hides at 16 cents a pound or 
less.” 

Competition of the sort just described was by no means 
confined to the manufacturers of shoe materials. The 
makers. of staple shoes for women tangled with the style 
manufacturers and, as a direct result of the natural desire 
to live, spent thousands of dollars in the development of 
pew and orthopedically-correct lasts with which were as- 
sociated many of the comfort and corrective items now 
iound in the industry’s “feature” shoes. 
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NATIONAL INCOME FOLLOWING DEFLATION OF 1920-22 
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Brockton, Mass., makes preparations to supply discharged soldiers with the 
first pairs of civilian shoes. Here are a number of lots of leather ready to be cut, 
which will be made into shoes for civilians. Government cutbacks help supply. 


POSTWAR SHOES . 
IN PRODUCTION 


Parts of shoe uppers are stitched together as war production Here are bundles of uppers ready for manu- 
facture into shoes for civilians. Brockton 


of shoes for the armed services tapers off in the W. L. 
Douglas plant at Brockton, Mass., and shoes for civilians 
begin to be made in increasing quantities. 


factories are completing government orders, 
increasing civilian production. 








St. Louis shoe factories speed up production. Walter 
Johanning, pattern maker at Brown Shoe, designs the 
first postwar women’s model to be made at this plant. 
The pattern is made out of heavy cardboard which serves 
as a guide in cutting leather to be used for test shoe. 


At Last the Civilian Gets a Break. As Shoe 
Rationing Nears Its End, Reconversion 
Lengthens Its Stride and Peacetime Pro- 
duction Gains in Factories East and West 


One of the making rooms at the Sam Smith factory 
in Newmarket, N. H. This making room is that 
of the Little Yankee spring heel department. Each 
type has its own department and making room. 


Right: Men and women employees are busy at 

work in the stock fitting room of the Sam Smith 

Shoe Co. factory. In this room all bottom stock 
is prepared for attachment to shoe uppers. 


After a test shoe is made, the design- 
ers inspect it. for style, wearability. 
Left to right, front row: Percy Fuson, 
R. E. Gessup, W. D. Taylor. Stand- 
ing: Harold Sundling, A. G. Schmid. 


Owen Brooks, model, tries on the 
first pair of postwar shoes. Wartime. 
shoes are on the rack in the back- 
ground. Before production starts, 
new designs are tésted on the foot. 


















by S. R. MITCHELL 


Idaho Store Sells SERVIC 


Falk Co., Ltd., In Boise Has Followed a Policy 
of Individualized Service, of Helpfulness and 
Cooperation Toward Customers — and Has 
Found Over a Period of 76 Years That It Pays! 


Shoe and Hosiery Buyer, 


THE Falk Mercantile Co., Ltd., or 
“Falk’s” as it is better known through- 
out Idaho, has been in continuous op- 
eration since 1868, and is a quality- 
service minded store located in Boise 
in the Southwestern part of Idaho. 
Although Boise is a city of less than 
40,000 population, it is the capital of 
the state as well as the largest shop- 
ping center in a radius of several 
hundred miles, which puts Boise de- 
partment stores in a class by them- 
selves. As a result, Falk’s—and par- 
ticularly the shoe departments—have 
adopted practices of operation which 
differ somewhat from other stores, es- 
pecially in these days of easy selling. 
Since its founding 76 years ago, a 
friendly community spirit has been 
encouraged at Falk’s. It is a family 
store, rendering individualized service 
—and new employees are taught to 
“bend over backwards” to further this 


Falk’s Department Store, Boise, Idaho 


spirit of helpfulness and cooperation. 

As the years went by the manage- 
ment at Falk’s realized that their 
growing customer list was by far their 
best investment. They set out to do 
everything in their power to protect 
that investment. 

That’s where a good employee- 
training program comes in. And even 
in times like these it can be done. But 
we have found that it takes more than 
“telling” the salespeople how to treat 
the public. At Falk’s the buyers and 
management work very closely with 
employees, and it is the example set 
by the buyers and department heads 
that does more than anything to im- 
press on employees “that is how it is 
done at Falk’s.” 

In recent years we have appreciated 
that consistent policy of real customer 
service. The tone of voice we used 
when we sgid “no” a few years ago 


Shoe department of the Falk Mercantile Company. S. R. 
Mitchell, shoe and hosiery buyer, is at the extreme right. 




























might not have made so much differs 
ence—but it’s a different story today, 
lt takes an intelligent, pleasant, well 
trained person to say “no” to a cu® 
tomer and still retain that customer’ 
good will toward the store. 

Another thing: we impress on every 
salesperson in the department the im-| 
portance of accurate fitting and the) 
fact that we are not so much inter 
ested in selling shoes as we are in 
fitting feet and satisfying customers. 7 
We harp on this subject at every 
Tuesday morning shoe department } 
meetng. We try to impress on the 
salesperson that it is his responsibility — 
to make every person who comes into 
the department a permanent patron. 
And we're not bragging when we say 
the average is pretty high. 

“But there must be a few com- 
plaints,” we can hear our shoe friends 
muttering. Of course there are, but 
again we “bend over backwards” to 
be liberal. And it pays! Practically 
no one ever tries to take advantage 
of our position in this matter. It seems 
that when a customer knows a store 
is doing everything to be fair, a cor- 
responding spirit of fairness invari- 
ably crops up on the patron’s part. 

Neither training nor service, how- 
ever, can solve the one problem that’s 
dumped in the lap of every shoe buyer 
today—that of providing the right 
type, the right sizes and the right 
style for one’s clientele. 



























Here we play the winners by repeat- 
ing and repeating on sure-fire sellers, 
by having plenty of sizes to fit the 
people who are interested in good- 
fitting footwear. 

To do this, the stock is always kept 
in a liquid condition. Basic shoes are 
bought and re-bought with a consider- 
able amount of thought going into the 
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DAREX 
DAES 


it’s the soft, flexible, cushion- 


ing comfort of Darex Insoles 


that wemen want in their 


shoes. Look for the Darex 
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Psychology and Business CAN Mix 
Fe: + Raa Re ee 


Russ Sandler of the Shoe Department at Bitker- 
Gerner, Milwaukee, Has Found that Customers 
Appreciate Service and Pleasant Surroundings. 


E MERGING from the restrictions im- 
posed by four years of war, includ- 
ing ceiling prices, rationing, releases 
and shortages, few shoe departments 
can review their records during the 
most chaotic history in merchandis- 
ing with as much pride as the shoe 
department of Bitker-Gerner, Mil- 
waukee specialty shop for women. 
This department, leased by the Pack- 
ard-Rellin Company of Milwaukee, 
shoe store operators, in September, 
1941, despite the handicaps of war 
showed a 20 per cent increase this 
year over last year’s figures and has 
doubled its figures over a four-year 
period. Out of its infancy now, and 
with the return to normalcy following 
peace, the department is ready for 
the postwar plans that have been 
formulated for its future expansion. 

Russ Sandler, young discharged 
veteran, long experienced in shoe re- 


tailing, manages the department and 
deserves no little credit for its ex- 
ceptional success during this crucial 
period. He is inclined to believe that ° 
a bit of psychology in business meth- 


Top of page: View of the shoe department 
at the Bitker-Gerner Co., Milwaukee. Right: 
* Closeup of the section devoted to the 


store’s own brand of footwear. 
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ods is not detrimental. In a city re- 
nowned for its conservative taste, Mr. 
Sandler decided he would cater to 
the unexploited style-conscious clien- 
tele he felt existed in the shopping 
centers removed from the core of the 
city as well as in the downtown shop- 
ping district. Collaborating with 
Fred J. Weil, buyer for the Packard- 
Rellin interests, he stocked his de- 
[TURN TO PAGE 73, PLEASE] 
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ANTILEVEE 
SHOLS 
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An old established name that means fine shoes today and a brilliant 


future tomorrow! 





Investigate the profit-side of Flexible CANTILEVER Shoes. 


It’s none too early to arrange for a CANTILEVER franchise. For 


details, write now. 


The Selby Shoe Company 


PORTSMOUTH, OHIO 


ARCH PRESERVER:+ ACTIVE MODERNS - TRU-POISE- STYL-EEZ 
Shecs | EASY GOERS - PHYSICAL CULTURE - GROUND GRIPPER - CANTILEVER 
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BE BE BOND CEMENTS for Folding— 
“built” to run in the WAC Cementing Machine 
Model C. Each number lays an even ribbon of 


cement on the folding margins of uppers. 


#7780 — Strongest bond and longest tack 
period of any Folding cement we have yet 
developed — dries fast— folds nicely as soon as 
film is dry. 


#7783 — Adequate bond for use under 
average shoe factory conditions—fast drying 
time—overnight tack—good rub off. 


fot ulation 
ments 


A STRIDE FORWARD in the develop- 
ment of synthetic cements of the Latex type 
measured in terms of: — 


STRONGER BOND 
LONGER TACK PERIOD 
FASTER RATE OF DRY 
The performance of BE BE BOND CEMENTS 


is maintained through constant laboratory 
control. 
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NEW YORK BUSINESS 
EXCEPTIONALLY GOOD 


WHILE consumers throughout the 
country rejoice at rumors of the end 
of rationing, retailers in New York 
are withholding their enthusiasm be- 
cause of the all too vivid picture of 
shoe demand exceeding supply. Most 
retailers here agree that shoes should 
remain on the ration list at least until] 
next Spring in order to give the manu- 
facturers a chance to catch up with 
the present demand. 

Lack of merchandise has been their 
greatest concern in the past months 
and will be an even greater problem 
m the coming months when women 
will expect to buy as many shoes as 
they like. But no complaints are heard 
as the stores tally their Fall receipts, 
because business has continued ex- 
ceptionally good with retailers report- 
ing an increase of sales from 15 to 
30 per cent over last year’s season. 
The coupon deluge has received slight- 
ly more force in the past weeks by 
women who apparently don’t want to 
be left with valueless stamps. No. 4’s 
are most prevalent with No. 3’s close 
runners-up, followed by occasional 
No. 1’s or No. 2’s. 

Few new fashions are expected from 
the manufacturers within the next six 
months, but some retailers claim an 
undemanding clientele which seems 
satisfied with the present handling of 
basic patterns. Pumps remain at the 
top of the best seller list, with slings 
and d’Orsays bringing in greatest re- 
ceipts. Black suede has once again 
proved to be the prime favorite. 

Throughout the city, the demand 
for low heels has mounted steadily to 
the point where retailers say that had 
they doubled their stocks, the demand 
would still not have been met com- 
pletely. This applies not only to back- 
to-school loafer-types and saddles, but 
to dress shoes as well. 

Some retailers propound the theory 
that rationing played a leading role 
in this increased demand since women 
liked the feel of the non-rationed casu- 

als so much that now they are extend- 
ing their preference to rationed shoes 
which will provide the same amount 
of comfort. College girls, in particu- 
lar, still like to wear the. same lasts 


’ they have been used to in their flats, . 
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and the dressier shoes they are buy- 
ing now are only glorified versions of 
their school shoes. Others think that 
the recent gasoline shortage intensi- 
fied the demand for more comfortable, 
lower heeled, walking shoes. 

With black still leading, retailers 
expect only a limited color variety to 
reach the public by next Spring. One 
leading store manager said that some 
consumer interest has been shown in 
colors, but that, actually, we don’t 
need too many of them. He added 
that two would do for the Spring sea- 
son besides the basic black and brown. 
Another said that the request for red 
has been mounting, but that there has 
been no real surge toward colored 
footwear. In one volume store, the 
shoe department had outstanding suc- 
cess with blues in all patterns includ- 
ing conservative oxfords. 

Speaking of colors, the cry heard 
from the increasing number of dis- 
charged veterans of “no khaki and no 
navy blue” surprisingly hasn’t affect- 
ed the sale of Army Russet shoes 
in men’s departments. It stil] shares 
the leading place with tans. But men 
are more insistent on pattern elabora- 








Black suede is presented in a most 
appealing fashion 


the Florsheim 


Shoe Store in Chicago, Iii. 


















tion than are women, their greatest de- 
mand being for more wing tips, some- 
thing they've missed terribly while 
clad in what they called Army clod- 


hoppers. 
Oe 


SUEDES THE BIG DEMAND 
IN CHICAGO 


ALTHOUGH the Chicago public has 
had every assurance except an official 
governmental one that rationing will 
soon be lifted, it is apparently not 
willing to “wait and see,” but is out 
on the main streets and in the side 
streets spending shoe stamps like mad. 
Every department store is doing a 
whale of a business in its shoe sec- 
tions, and every shoe shop is exceed- 
ing previous figure by leaps and 
bounds. 

Suedes have been the big demand 
everywhere, with black in greater de- 
mand than brown. Since suedes have 
now become an important factor in 
young people’s shoes—in loafer types, 
gypsy seam stepins, etc.—the demand 
for this leather is at present consider- 
ably exceeding the supply. Reptiles, 
too, are in the forefront of demand. 
A recent ad of A. S. Beck for genuine 
lizards at $6.99 brought in a large 
volume of trade. In sling-backs with 
either low or high heels, these were 
available in brown only. 

Low heeled shoes made up the big 
demand by the college and school 
crowd in the early Fall, and it was 
thought that interest would slacken 
once the young people’s needs were 
met. However, to their considerable 
surprise, shoe men find that low heels 
still count among the best sellers for 
customers of all ages. Now that the 
low heel has come of age and is no 
longer confined only to the comfort or 
Lealth shoe, older women who insist 
upon fashion first are now happily 
buying the new smart low-heelers. 

Gilt nailhead trims continue to find 
favor among those buying dressier 
types. The glint of metal is to be 
seen on platform sole, on buckles, on 
bows, on straps. All stores feature 
them, and they sell well. Among 
pumps, the low-placed bow or buckle 
remains the first choice since it flatters 
the foot into looking sizes shorter. 

The importance of color coordina- 
tion in accessories was recently reaf- 
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firmed at Marshall Field’s where 
they featured matched accessories in 
“American Claret” color: High heel- 
ed sling backs of lizard were matched 
to kid gloves trimmed with this lizard. 
Cigarette cases, vanities and handbags 
repeated the wine red lizard note. 
Joseph’s, too, presented ensemble 
ideas, this time in smart unrationed 
slingbacks of black faille with com- 
plementing handbag. Mandel’s also 
featured suede bags with matching 
shoes. Unrationed shoes in the higher 
brackets were repeated at O’Connor 
& Goldberg in smart slingbacks of 
gabardine mounted on high platform 
soles, nailhead studded. Where the 
shoe is smart and made right, suitable 
in styling, a substitute for leather 
meets no consumer opposition, as the 


better houses have found in present- 
ing fabric shoes of quality and distinc- 


tion. 
* * #* 


BALTIMORE BUSINESS 
BETTER THAN EXPECTED 


Up until the middle of September, 
shoe store managers in Baltimore saw 
black suedes zooming in sales with 
unprecedented force. Alligators, liz- 
ards, and reptiles generally came in 
more freely and sold very well while 
business was better than expected in 
the wake of V-J Day. One store man- 
ager went so far as to say that 50 per 
cent of his shoe sales were in black 
suede in styles ranging from the step- 
in pump to strap sandals. Other stores 
claimed that suedes in high styles and 
low heels moved rapidly and also this 
material in the bare look and dressier 
models was a favorite with Baltimore 
shoppers. 

Ed W. Leake, manager of Nisley’s, 
commented: “Merchants here feel gen- 
erally that rationing will go off around 
October 1. However, they don’t think 
it will affect the upswing in business. 
There are millions of shoe stamps out 
and people have many stamps in one 
family. Dealers feel that the shoe 
business here will be good for two 
years to come, at least; since there will 
be much money in circulation. 

“Right now, we are showing gains 
every day since V-J Day. In fact, busi- 
ness is better and gains larger. Our 
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“For the discriminating,” says Hess 
of Baltimore, Md., presenting match- 
ing shoes and bags. 





sales in black suedes have been better 
than anticipated. Reptiles are good 
and many stores who didn’t have them 
before are getting them now.” 

Another retail store, featured rep- 
tiles in the lower price ranges. 

Hahn’s reported that children’s 
back-to-school items were still tre- 
mendous, particularly saddle oxfords 
in brown and white, moccasins and 
stepin pumps. There was a tendency 
toward low heels in high style shoes 
for women, while black and brown 
leather shoes were leading. 

A North Charles Street, shop man- 
ager said that since V-J Day he noticed 
that people are spending their stamps 
more freely since they feel they won’t 
need any next year. They are also 
going in for dressier models, picking 
out styles that are not too functional 
or utilitarian. Obviously Baltimore 
women are gayer in their selections, 
with open toe and bare look types 
being bought in abundance. 

* * * 


INCREASING DEMAND IN 
DETROIT STORES 


Derroir shoe stores have had 
great difficulty in meeting demand 
since the news of the Japanese sur- 
render, because of a noticeable spurt 
in trade. Business has been increas- 
ingly good, according to word from 
the major stores. Public confidence 
in the stability of our national econ- 


omy has been surprisingly manifest 


in the shoe business in this town, de- 
spite the appearance of scareheads in 
local newspapers which showed the 
spread of unemployment. 

Demand is based here largely upon 
the pent-up demand for shoes, and the 
realization that good rationed ‘shoes 
are a good buy now, in view of im- 


mediate need for wearable footwear, 


regardless of postwar demands. Large | 


stores report the demand for non-ra- 
tioned shoes way off by comparison, 
however, with a pick-up in this field 
anticipated for Fall. In view of the 
apparently approaching end of ration- 
ing, however, stores are operating in 
great uncertainty, and the tendency 
has been to reduce buying in non- 
rationed items, except for immediate 
turnover. 

Style trend in women’s shoes is re- 
ported strongly toward the more sim- 
ple and feminine styles—more notably 
than in several years. At R. H. Fyfe 
& Co., it was noted that the trade is 
demanding more ornamental bows, and 
a great amount of hand detail work. 

College girls in the territory—and 
Detroit has two co-educational univer- 
sities—are going in for tailored and 
classic styles in casual shoes, in 
sharp distinction to the trend other- 
wise, as is typical of the college trade 
in this region. The working girls and 
older women, however, are choosing 
fancier styles. 

The employment situation in local 
stores remains very unsatisfactory at 
the moment. However, most stores re- 


port that several of their former staff 
members are expected to return home 
soon, and a surprising number is 
looking forward to coming back to the 
fitting stool. Most store managers hope 
to solve their major help problems in 
this way, and to give owners and older 
staff members a rest from the heavy 


burdens of wartime operation. 
7” * * 


BUYING INCREASING 
IN ALABAMA STORES 


Buyinc in Montgomery, Ala., a town 
of Army installations and government 
offices, has continued steady through 
the Summer and increased as Fall 
set in with school buying and the re- 
turning soldier. 

Merchants reflect the general un- 
certainty of the country in their opin- 
ion of the nearness of release of shoes 
from rationing, and vary in their at- 
titude, from those anxious to be rid 
of the inconvenience to those who fear 
that it will come before adequate 
stocks are available. Some feel that 
rationing, coupled with ready money 
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Foot Relief Pays! 


... PAYS IN HANDSOME EXTRA PROFITS... 
PRESTIGE... GREATER CUSTOMER SATISFACTION 


THANKS TO YOUR CARE IN FITTING SHOES AND THIS MAN'S 
TRAINING IN DR. SCHOLL'S METHODS OF FOOT RELIEF, 
| AM A FOOT-HAPPY MAN! YOU DESERVE YOUR SUCCESS! 


MAKING YOUR 
CUSTOMERS FOOT- 
HAPPY IS YOUR 
BEST WEAPON 
AGAINST 
COMPETITION | 


Nothing pays bigger dividends for the Shoe Merchant 
than the ability to make customers foot-happy. 


The fact that 7 out of every 10 persons have foot 
trouble in some form (actual Government statistics) 
proves how huge and wide open this market for foot 
telief is for dealers who cater to it with Dr. Scholl’s 
Foot Comfort* Service. 


Why Dr. Scholl's? Because it is the only complete, 
Kientific, nationally advertised service of its kind in the 
world! You have but to say to customers, “#t’s Dr. 
Seboll’s,”’ to win their confidence and respect for the 
foot relief you recommend for their foot trouble. 


foot relief is big business—highly profitable business. 


. Once you discover it for yourself... how handsomely 


itpays in profits, prestige and better satisfied customers 
for your business—you'll realize it is one of the biggest 
factors today in successful shoe retailing. 





[HE SCHOLL MFG. CO., Inc., 213 West Schiller St 


Just do this: Mail the coupon below that will bring 
you details of our FREE Home Study Course that 
quickly teaches you, or one of your staff, in the sales 
and fitting technique of Dr. Scholl’s Foot Comfort 
Remedies, Arch Supports and Remedies, and how we 
help make your store Headquarters in your city for 
Dr. Scholl’s Foot Comfort Service. Do it now. It may 
prove one of the best moves you ever made in the 


interest of your business. * Trade Mork Reg. U. S. Pot. Off. 


213 West Schiller St., Chicago 
THE SCHOLL MFG. CO., Inc. 65 woss 14th St., New York 


f 

‘ 

I 

‘ 

: 

| Please send me details of your Educational-Sales Plan, also a copy 
t of your new Catalog. 
: 
‘ 
 ] 
' 














Chicago - 62 West 14th St., New York 
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nas actually increased sales since peo- 
ple feel that they must use their 
stamps regardless of need; ethers say 
that it has taught them better mer- 
chandising by driving them away from 
two-season ordering. 

The problem of adequate salesforces 
seems more acute than ever at the 
moment, since returning soldiers are 
are not yet ready to settle down, and 
Army wives are leaving to join their 
husbands or are too uncertain of the 
future to accept jobs. 

Merchants feel no uneasiness about 
disposing of non-rationed shoes; at 
this time of the year stocks are al- 
1eady low and such shoes as they have 
are of a quality that will sell readily 
at any time. 





MIAMI WOMEN WANT 
FEMININE STYLES 
“GLAMOROUS” is the word most 


eften used by Miami and Miami Beach 
shoe men in describing the current 


trend in footwear. Women are fed 
up with practical and plain shoes, and 
now with every magazine and dress 
shop advertisement begging them to 
be more feminine, more ladylike in 
appearance as they once again return 
to home life, the natural tendency is 
for extremely fussy, highly feminine 
shoes. Miami has always been recog- 
nized as a high style center for re- 
sort wear, and while in the past the 
Fall months have not been important 
as a style indicator for early Winter, 
later in the season considerable em- 
phasis has been placed throughout the 
nation on what is being selected in 
resort footwear, by visiting women. 
Right now, however, early Winter 
trends are being watched by what wo- 
men are buying here and taking North 
as they return to their homes. 

Reptiles of all kinds are high in the 
scale of popularity. From the low 
priced imitation skins to the high 
grade genuine lizard and alligator, 
sales are in the high bracket. As one 
recent advertisement stated, “They 
adapt themselves to an amazing num- 
ber of new Fall ensembles, black or 
navy blue in the group.” 

Kidskin is going strong right now. 
It lends itself to the trend of the mo- 


‘ 
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ment, the glamorous shoe, and the new 
colors available at this time are sell- 
ing well. 

There is more variety in the shoe 
picture today, and women are rejoic- 
ing because they can satisfy their 
longing for a change. 

White has fallen off very noticeably 
during the past month, while an all- 
black shoe is in high favor. Plenty of 
patent is moving, and there is con- 
siderable activity in suedes. After 
black, the most wanted shoe is brown. 

There has been an upward trend 
in shoe buying during the past few 
weeks, a volume business not created 
by school and college purchases. One 
merchant expressed it this way: “Ever 
since word got around that shoe ration- 
ing is to cease in the near future, wo- 
men have been using their last stamps 
to buy glamorous, fussy shoes. This 
is not because they want to use all 


their stamps, but rather because they. 


know most merchants have their Fall 
lines in now and they want to get an 
early choice of what is being offered. 
They know that when rationing is off 
there will be a mad scramble to buy, 
and the cream of the stock will be 


gone very soon.” 
7 * * 


BALLET INFLUENCE 
IMPORTANT IN NEWARK 


OnE of the most significant trends in 








Newark, N. J., shoe fashions, of in- 
creasing importance and destined to 
Sere ee 
Telephone $4531 
gall! 
ws 





win public acceptance by next Spring, 
is the ballet influence. L. Bamberger 
& Company has already run a full 
page ad for the ballets, is featuring a 
display of them in the third floor 
shoe department and plans to devote 
a window to them within a few weeks, 

The ballets were inspired by the 
dance slippers. Bamberger’s is also 
featuring a specialty job on Ballet 
Jewels. These slippers are artistically 
arranged in a small case, with strings 
of pearls and other jewels draped over 
them and scattered in the background. 
They are numbers made to order and 
derived from originals, especially de- 
signed for Pavlowa. 

It is interesting to trace the way in 
which new styles develop. In the case 
of the ballets, one person decided to 
use a regular ballet as a lounging 
slipper. Another followed her ex- 
ample, then another and another. 

Finally the college girls took up the 
fad and the ballets were featured in 
consumer magazines. Models began 
to wear them when modeling for cas- 
ual clothes. Interest in them gradually 
spread to the fashion magazines. Fol- 








lowing the publicity given them in the 
fashion sheets manufacturers began 
to realize possibilities in them for mass 
production. 

The shoes have been selling well at 
Bamberger’s and another shipment is 
expected shortly. The ballets sold at 
this store are low-heeled affairs, 
closely resembling ballet slippers, with 
one drawstring and a spaghetti tie. 
Gradually the pancake heel will be 
incorporated in the ballets. The bal- 
let sandals, which have a single lift 
in the heel, were popular at Bamberg: 
er’s during the Summer and were 
worn at the beaches and resorts. 


[Editor’s Note: 

From what is heard here, this trend 
toward the ballet influence is not 
limited to this locality; the idea has 
caught on, and stores all over the 
country are finding that these shoes 
fill a definite need in the college girl's 
wardrobe as well as that of het 
slightly younger and slightly older 
sisters. This is a trend to watch; it 
promises to become increasingly im 
portant. ] 
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SHOE Success! 


SPECIFY SIMPSON’S SOLES! SELLS SHOES! 





We announce to the industry our WINNERS’ LINE! 





LEATHLYKE 


The only type of synthetic sole development during the war that will continue. Fifty million pairs 
of these soles were made and fifty million wearers can’t be wrong. Proven in every way to out- 


wear leather . . . feels, looks and acts like the most perfect leather . 


. . gives more foot comfort 


and flexibility . . . waterproof ... will not break or crack in cold or stretch in heat ... cushions the 


wearer against shocks on pavements . . . gives a firm, comfortable, resilient platform . . 


. will not 


mark floors . .. worn soles washed off with a cloth look as good as new. All the features desired 
in leather plus its own distinct advantages. Made now in Black, Chocolate, Oak and White .. . 


Later in shades to match the uppers of the shoes. 





MIRROR FINISHED SLABS 


soles and heels to match in Red, Oak, White, 
Chocolate and Black for utilities, sport, 
loafer, play, work, general, nurses and other 
types of shoes. 


LIGHT GRAVITY. RUBBER 
ROPE APPEARING SOLES ~ 


that look and feel like rope but are made out 
of a special composition, in rope color as well 
as all pastel shades. ' 





CORK anp RUBBER SLABS 


in all colors. 


SUEDE FINISHED SLABS 


in all colors. 





Leathlyke and Rubber Slabs 


soles and heels to match . . . Lipstick Red, 
Dynamite Red, Electric Blue, Kelly Green, 
Sun Yellow, Regal Purple, Shocking Pink, 
Pink Lightning and all other shades to match 
uppers of shoes and for contrasting combina- 
tions. 


Simpson’s Wizard Shoe Repair 


a putty-like material that with a simple appli- 
cation to the worn spot of the shoe with one’s 
finger, repairs the worn spot immediately. 








CREPE SOLES 


Real crepe soles will be ready when the Gov- 
ernment permits, but we do not anticipate this 
before ‘six to nine months. However, now 
SIMULATED CREPE SOLES in sheets 
and molded soles . . . In addition Red, 
~ aoe Black, Oak, White and any other 
color. 





SPONGE RUBBER 


in 60 foot rolls as well as insoles and plat- 
forms for shoes at a price that will enable 
the industry to use sponge platforms com- 
pletely in every line of shoes so that THE 
WHOLE COUNTRY WILL WALK ON 
SPONGE PLATFORMS WITHIN THE 
YEAR. 





DO NOT FAIL TO VISIT OUR SHOWROOMS, PARLORS A, B & C. 
3rd FLOOR, HOTEL NEW YORKER, OCTOBER 7th THROUGH Iith 








ELLIOT E. SIMPSON 


L. DREXSAGE COMPANY 
29 WEST 34th ST., NEW YORK 1 


October 1, 1945 
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Wirn the end of shoe rationing regarded in this area as 
likely to be preceded by easing of production controls, the 
St. Louis shoe manufacturing industry is seething with 
preparations for quick expansion in production volume and 
introduction of new Spring lines. 

The day federal controls are off, labor becomes the top 
problem. A minimum of 20 per cent more can be used 
immediately and probably double that number in the 
twelve months ahead. While this deficit may be quite re- 
strictive on production initially, the backflow of servicemen, 
plus a considerable portion of wartime plant trainees who 
.are likely to stick to the industry, is expected soon to 
fill the gap. 

A 20 per cent rise in payrolls, one manufacturer esti- 
mates, would boost output an easy 35 per cent. Under war 
pressure, shoe manufacturers have had to learn to produce 
with greater economy and efficiency—and a painfully ac- 
quired skill they now propose to put to profitable peace- 
time use. Most are confident this new efficiency, coupled 
with the number of war veterans they can reasonably 
expect to rehire, will permit them to carry out impressive 
expansion plans without long-term difficulty. A downward 
trend in labor turnover already is apparent. 

Shoe production currently is employing more than 52,000 
persons here, and wage rates put the industry in good 
competitive position to retain the formerly unskilled work- 
ers it has trained. An unusual percentage of veteran 
ekilled employees has remained in shoe plants throughout 
the war. 

Almost without exception all old line manufacturing con- 
cerns are planning some sort of post-rationing expansion— 
some up to a 100 per cent increase of capacity within the 
next year or two. In this new production the slip-lasted 
type of construction promises to predominate. 

Even now, generally speaking, all manufacturers have 
sufficient equipment and floor space for moderate imme- 
diate expansion. A recent survey showed a 13 per cent 
production increase likely within six months, but this figure 
has been revised now to 20 per cent. 

Most Spring style lines are to be ready for inspection 
the middle of October, following frenzied earlier prepara- 
tions by designers, pattern makers and last makers. V-J 
Day contract cancellations are largely over and manufac- 
turers are fast overcoming the lag in deliveries. Assuming 
free access to materials, they expect to hit the market 
rapidly with new models, perhaps with monthly rather 
than seasonal innovations. 


Hew Gok 


MANUFACTURERS here are still uncertain as to when 
they will be able to return to normal production, and their 
uncertainty stems in large measure from the acute shortage 
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of skilled labor, Despite the end of the war and the in- 
creasing return of discharged veterans to the labor market, 
the shoe industry remains conspicuously short of help, with 
little hope for relief in sight. 

Manufacturers, for the most part, say they do not expect 
many veteran returnees to the industry, as actually the num- 
ber lost to the Army was relatively few. Rather were 
skilled workers attracted to war plants and the new fac- 
tories that sprang up when rationing hegan. One manu- 
facturer expressed the opinion that these new factories 
which were turning out non-rationed footwear were, in a 
good many cases, able to attract skilled labor because their 
material costs were relatively low in proportion to their 
selling prices. They were starting out fresh and were able 
to outbid established manufacturers who were beset with 
regulations, quotas and ceilings. 

Another factor limiting labor availability in the industry 
is the character of the labor itself. Since a majority of 
the shoe workers are older men, and since there are ex- 
tremely few young trainees, each skilled laborer that leaves 
the industry is just gone from the scene and there is very 
little chance of replacing him. One manufacturer corrob- 
orated this theory with illustrations of sons following their 
fathers’ footsteps right into an industry. “There was a 
time,” he said, “when a father would automatically take 
his son into his own trade, but now every shoe laborer 
wants his son to be a lawyer or a doctor or any kind of 
white collar man—anything at all but a shoe worker.” 
This same manufacturer voiced the desire of the trade for 
a school to attract and teach younger men the industry. 

The labor shortage, combined with the shortage of lighter 
weight kid skins and calf skins, manufacturers say, is the 
direct cause limiting the introduction of new styles, and 
only few new patterns are expected to reach the consumer 
by next Spring. 

The Guild of Better Shoe Manufacturers, however, is 
mustering the new fashions and recognized classic designs 
for their showing of Spring lines the week of Nov. 5. 
Four more showings are planned for the coming year and 
the hope of the industry is that with each new showing. 
an increasing number of new styles will be forthcoming. 


(S0tl7e 


Ar least one segment of the New England market—that 
comprising the manufacturers of men’s medium and popu- 
lar price shoes—has been rather quiet for two weeks or 
more. Makers of these shoes—many of them, at least— 
have filed requests with the OPA for price increases and 
hesitate to accept business at the prices now prevailing. 
They argue that the cost of materials and labor does not 
permit the profitable sale of their merchandise at current 

ceilings. 
Inquiries received by manufacturers of both men’s and 
women’s shoes seem to indicate that merchants realize that 
{TURN TO PAGE 82, PLEASE] 
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Che MILLER self-adjusting 


(metal adjusting) SPRING EXTENSION SHOE TREE 
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st , heel portion hinged to the forepart by means of a 
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At present deliveries are averaging approximately four months from receipt of orders. 


0. A. MILLER TREEING MACHINE CO., PLYMOUTH, NEW HAMPSHIRE 
Branch of United Shoe Machinery Corporation 
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Revoke Restrictions 
On Construction 


With the revocation of the Construc- 
tion Order L-41, scheduled for Oct. 15, 
retailers can proceed with plans for re- 
modeling and renovation of their stores, 
as well as construction of new build- 
ings, subject only to the availability of 
materials and labor. 

WPB reports that brick, cast iron 
pipe, gypsum board, clay sewer pipe, 
structural tile and asphalt roofing ma- 
terials are the only key building mate- 
rials which still seem to be in tight 
supply. Lumber has not eased up en- 
tirely in some communities but this sit- 
uation is already improving. 


New Ceilings for 
Rubber Footwear Items 


Eighty-five items of rubber footwear 
not made during the war but soon to be 
produced again have been provided with 
dollar-and-cent ceilings for sales by 
manufacturers, OPA has announced. 
Setting of these ceilings does not mean 
that the merchandise is available at 
present, according to OPA, due to WPB 
restrictive orders. However, it is be- 
lieved that setting the ceilings in ad- 
vance of production will facilitate their 
eventual return to retail outlets. It is 
not expected that these rubber footwear 
items will be available, in quantity, be- 
fore early 1946. 

Retail ceilings for these items, which 
represent a wide variety of rubber 
boots, waders, rubbers, etc., for men, 
women and children, will be established 
before the items reach store See, 
OPA said. 

The new ceilings for innatiiteners 
range from 95 cents a pair for chil- 
dren’s unlined rubbers to $18.80 a pair 
for men’s waterproof jeans. 

Compared with pre-war prices for 
the same items made of natural rubber, 
the new ceilings are, on the averagé, 8.9 
per cent higher. This increase is al- 
lowed because the items are now made 
from synthetic rubber, which is more 
expensive to use in the making of rub- 
ber footwear than the pre-war natural 
rubber. 


Urge Continuance 
Of Sole Treatment 
Continuation by the shoe and leather 


industry of solé leather treatment, 
which was found to increase wearing 
qualities of shoe soles by at least 25 


WPB Permits Increase 
In Production Quotas 


Because of increasing availability of 
leather and manpower in the shoe man- 
ufacturing industry, the War Production 
Board approved on September 20 three 
changes in the order specifying the 
types and price range of footwear which 
may be produced. 

The amendments, which are to M-217, 
the footwear conservation order: 

1. Permit existing manufacturers to in- 
crease their shoe production 25 per cent 
by and price lines. 

2. it new shoe monufacturers to 
produce a limited number of pairs of 
shoes in any price range. 

3. Allow existing menufacturers to in- 
troduce a limited number of pairs of 
shoes in new price lines. 

In addition, as previously announced, 
new and existing manufacturers may 
produce medium end lower price range 
leather shees in unlimited quontities. 
This price range includes shoes priced 
at $3 for men, $2.50 for women, $1.75 
for misses and children, $1.35 for in- 
fants’ sizes 42 to 8, and 90 cents for 
infants’ sizes 0 to 4. 

—— pointed out that in all instances 

referees Se. the production of a new 
Sides I Hically approved 
by OPA before a thority fo commence 
production will be given to WPB. 





per cent, has been recommended by of- 
ficials of the Conservation and Salvage 
Division of the War Production Board. 
Because of reduced supplies of raw ma- 
terial and the additional requirements 
for rehabilitation needs of war-torn 
countries, world leather supplies prob- 
ably will continue critical for some 
time, WPB officials pointed out. Con- 
tinued conservation measures through 
treatment of sole leather with oil, wax, 
asphalt or other compounds, will hasten 
the return of balance between supplies 
and requirements, they said. 

WPB’s sole treating program ceased 
officially when the Conservation and 
Salvage Division was dissolved on 
September 28. Officials of the division 
pointed out that more than fifty million 
pairs of shoes with treated soles were 
manufactured for civilian use between 
June, 1944, and August, 1945. Assum- 
ing an average of 25 per cent addi- 
tional wear, this was equivalent to 
adding more than twelve million pairs 
cf shoe soles to the wartime supply. 
In addition, millions of pairs of shoes 
with treated soles were manufactured 
for the military. 

Tracing the development of the pro- 
gram, officials recalled that early in 


1944, partly because of the necessity 
of using lighter weight soles and 
leather substitutes, reports indicated 
that the wearing quality of civilian 
footwear had diminished by 25 per cent, 

The Senate Committee on Military 
Affairs, headed by Senator H. M., Kil. 
gore, held extensive hearings on the 
possibility of sole treatment as a con- 
servation measure. The committee's 
findings led WPB to institute an ex. 
tensive development and promotion 
program. 

The War Department called upon 
leading leather chemists to develop 
treatments. The resulting treatments 
were subjected to actual wear tests 
and showed increases in wear ranging 
from 15 to 40 per cent, with even higher 
percentages in the case of certain 
leathers. 


Chrome Retan Sides 
For Civilian Trade 


Certain types of chrome retan side 
upper leather may be sold to the ci- 
vilian trade at military contract prices, 
thé Office of Price Administration has 
announced. Producers, wholesalers and 
manufacturers selling cuff and gusset 
leather and chrome retan flesh finished 
side upper leather, made under War 
Production Board orders for the armed 
forces, may use the prices set by OPA 
for these military sales. Now that mili- 
tary contracts for the purchase of these 
leathers are being terminated, OPA 
said, producers have stocks available 
for release to civilian manufacturers. 


No Coupons Needed for 
Sale to U. S. Possessions 


To prevent hardship among residents 
of United States territories, posses 
sions and dependencies who are finding 
it difficult, if not impossible, to 
shoes locally, the Office of Price A® 
ministration has provided that shoes 
shipments of any value may be sent# 
these areas without payment of rat 
stamps. 

This exception is necessary, 0 
said, because people living in the t 
tories and possessions often are situ 
in sparsely populated localities wher 
there are no shoe stores or where shot 
are not stocked in complete size rum 
These persons have no way of getting 
ration stamps to order shoes from 
United States dealers. 
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The new provisions will pore 
te order shoes by mail, and wi 


[TURN TO PAGE 76, J‘ 


Boot and Shee Recorder §Oel 









necessity 
les and 
indicated 
Civilian 
per cent, 
Military 
_M. Ki. 
} on 
iS a con. 
nmittee’s 
> an ex- 
romotion 


ed upon 
develop 
patments 
ar tests 
ranging 
n higher 
certain 


tan side 
the ci- 
t prices, 
tion has 
lers and 
1 gusset 
finished 
er War 
e armed 
by OPA 
iat mili- 
of these 
d, OPA 
vailable 
urers. 























corder 






























October 1, 1945 





Psychology and Business 
(an Mix 
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ent with the most eye-arresting 
s available. It was something 
gan innovation to find such highly 
gjled merchandise in the Third Street 
dopping section, and the department’s 
gles mushroomed phenomenally. 
Employing the trade-mark Master- 
Originals in advertising, which 
fr. Sandler believes to be the spine 
dany successful business, he was soon 
mtified to have his customers calling 
Mastercraft Originals. With an 
tic price range from $6.95 to $22.50, 
gery type of customer could be served. 
Unlike many shoe departments in 
yomen’s specialty shops, this depart- 
ment has managed to keep its identity 
md in appearance has much to recom- 
mend it. The decor is simplified mod- 
am, and there is an inviting: arrange- 
ment of seating in softly upholstered 
dairs and divans which are an invita- 
ton to shoppers. The department is 
erse-shoe in shape and has fluorescent 
lighting and concealed stockrooms 
which keep it uncluttered; the wall 
mace is broken with five recessed 
cases for the displey of shoes and 
matching handbags. A slipper bar in 
the center of the department is used 
dlectively to display seasonal! shoes and 
leading numbers. To add to the attrac- 
tive aspect of the department, colors 
were chosen in soft hues, shaded greens 
ad blues and warm russets. 
When some departments were strug- 
ging with indifferent, brusque sales- 
people and frequent changes in per- 
sinel, Mr. Sandler retained the same 
staff of alert young women for two 
years. He instructed them in the defer- 
attial manners that mean much in cus- 
ter relationships, insisted that 
proper fitting never be sacrificed to 
style, and, consequently, earned the 
tmfidence of customers and their re- 
peated business. He feels that the de- 
pattment’s biggest dividends are yet 
to come, since the postwar customer 
will not soon forget where she was ac- 
worded courteous treatment and will 
mpplement her shoe wardrobe heavily 































MEN OF MERIT 


MR. H. L. FITZWATER, Manager 
HEALTH SPOT SHOE SHOP 
540 Ninth Street 


Huntington, West Virginia 


Mr. Fitzwater is a typical successful 
Health Spot Shoe Shop operator who 
is using his past experience and ability 
to the fullest extent, deriving full bene- 
fit from the profit-sharing plan, thus 
building a success for himself and 
family. 


— oN ny mad ae Shops have a real incentive 
making the mos i ility because they - 
warded for their efforts. ger: J ™ ee 
They receive a liberal share of the profits they help to create, in 
addition to a regular salary. : 

The Health Spot Shoe Shop plan has particular appeal for men 


who have spent many years in shoe retailing but have never re- 
ceived much for their efforts. 


MEN WANTED 


Opportunities are always open for men of experience and ability wh 
ambitious to better their income and ccess : on 
Spplication blank today! nd enjoy a real su - Send for an 


Health Spot Shoe Company 


1240 W. LAWRENCE AVENUE + CHICAGO 40, ILLINOIS 








as soon as rationing and war short- 
ages no longer are on the business 
horizon. Russ Sandler is confident that 
his increases will continue because he 
has found that psychology and business 
can be mixed into a desirable concoc- 
tion for the public’s consumption. 


Attracting the "Teen 
Age Customer 


age girl, Field’s have found that almost 
50 per cent of his clientele has consisted 
of the “young” middle-aged women who 
seek the comfort of a low heel together wants to rate an A in fashion. 


with the dash of a fashionable shoe. 

Laying the ground work for an im- 
portant mailing list of the future is a 
large guest book wherein young cus- 
tomers sign their names, addresses, and 
school, together with their comments. 
These latter include “Super,” “Tops,” 
“Oh Boy,” “Groovy,” “Swell.” 

Every Saturday morning for the past 
year, Field’s basement apparel sections 
have had a high school fashion show. 
At these, shoes from the “Young Crowd 
Shoe Corner” are now modeled. Thus 
the teen-age picture is presented from 
top to toe with “Merry-Go-Rounds” as 
the “Must” in footwear for her who 
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THE ARNOFF SHOE CO., 


Slipon “Casuais= NON-RATIONED 


Offered Subject to 
Prior Sale 


* Finely Woven Khaki Duck Uppers 
© Drill Lined Throughout 

* Oak Leather Soles 

* Rubber Heels 

© Simulated Leather Trim & Binding 
© Extra Flexible Prewelt Construction 


36 PAIR CASE LOTS ASSORTED FULL SIZES 
5-12 6-11 6-12 


IMMEDIATE DELIVERY 


1Ol DUANE ST., N. Y.-C. 


























though they were well set up. Back of 
this is the hope that none of the people 
who come into our stores will ever have 
any more occasion to think or say to 
us, “Don’t you know the war is over?” 
than we would have had occasion to say 
to them, “Don’t you khow there’s a war 
on?” 

In this postwar period we must attach 
equal importance to organization, mer- 
chandise and the physical set-up of the 
stores. 

Frankly, we have no plans with re- 
gard to price ranges. However, our 
policy will be to stay with grades of 
merchandise rather than price lines. If 
it becames necessary for our sources of 
supply to change their price ranges, it 
will be done only because of consumer 
demand. Consequently, it will be to our 
advantage to go along with them rather 
than to try to replace any given price 
range. 

Plans for Expansion 

As for expansion, our plans call for 
enlargement and betterment -of the 
present Wetherby Kayser stores rather 
than the development of additional out- 
lets. 

At present, our three stores present 
entirely different operational problems. 
Seventh Street is a typical big town 
shoe store wherein is sold women’s 


Stay With Merchandise Rather Than Price Lines 


[CONTINUED FROM PAGE 53] 


shoes and accessories. Because of loca- 
tion and physical set-up and window 
space, men’s shoes were discontinued 
in the belief that a considerably greater 
volume was possible through specializ- 
ing in women’s footwear and acces- 
sories. 

Here the second floor specializes in 
casual and low heel welt types. Demand 
for these types is in no way limited to 
any particular age or style group; 
rather they are popular with all South- 
ern California women the year around, 
regardless of their income brackets. 
With rationing lifted, this floor will 
take on added interest from the skirt 
and sweater crowd as well as from the 
more mature patrons. 

As a store policy of years standing, 
we have not attempted price appeal in 
the general sense of the word. This 
means we do not sell merchandise be- 
low a grade which will assure the con- 
sumer of good quality. A continuous 
endeavor will be made at all times to 
improve the quality of the goods offered 
in. this department: And that, by the 
way, is just another old established 
Wetherby Kayser business custom. 

Shoes on the first floor will be of such 
assortment as will appeal to the gen- 
eral buying public. Even though we are 
publicizing alligators retailing from 
$35.00 to $40.00, we are still doing our 





Periodic meetings of the management and heads of departments are heid after 
store hours. Clockwise, from left to right: Miss Flo Beishaw, advertising manager; 
David R. Fisher, manager of the Wilshire Bivd. store; Franklin L. Gifthens, display 
manager; Harry R. Terhune, Boot and Shoe Recorder; Frederick V. Keyser, presi- 
dent of Wetherby-Kayser; Jack Goddard, executive vice-president; O. H. Falken- 
stein, buyer and assistant to Mr. Goddard in the general management of all stores; 


c Grainger, manager of 
Tobe ©. Oger, floor manager, 


the Casual Shop at Seventh Street {main store); 
Street 


store; David Rose, auditor; Mrs. W. L. 


Frandsole, generel office menoger: and C 8. Byrd, menager of the Wetherby-Kayser 
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volume business in the $6.95 to $1 
brackets. We do not plan to cater 
the exclusive trade only. 

Wetherby Kayser stores in the Min wy 
cle Mile (on Wilshire Boulevard) gy 
in Pasadena are both in high gram 
suburban districts. These stores gy 
fine, high-type institutional shoe storg 
family shoe stores in the true sense ¢ 
the word. As much thought is gives 
to women’s shoes in these branches ag} 
given at Seventh Street, with addition 
consideration to the fact that we exped 
to do a large volume of children’s anj 
men’s business in these near-to-hom 
shops. 

We have confined our children’s busi. 
ness to these two stores because th 
large percentage of our children’s 
shoes are purchased by mothers wh 
park their cars in the free parking 
space in the rear of these stores. They 
bring their children through the back 
doors, thus eliminating the necessity 
for crossing busy thoroughfares with 
their children. 

A sincere effort has been put int 
building a fine sales and service organi 
zation. Here the personnel is experi 
enced, and, we believe, most of these 
salespeople are temperamentally right 
for the job they are doing. Each of 
them understands perfectly that no on 
in this business thinks he can see to 
far. into the future. They apparently, 
however, are happy and willing to come 
along with us, having complete con 
fidence in the fact that they will have 
their fair share of whatever this busi 
ness may produce. 


Firm of Long Standing 


Wetherby Kayser has been in busi 
ness since 1888; during this time it has 
always been known for good shoes, goof _ 
service, and honest dealings. Theres 
no thought other than to enhance this 
background. The necessity of stream 
lining the opération of the business is 
tempered by the thought of operating 
the best shoe stores possible. 

With rationing passing out of the] © 
picture, our thoughts are that any pre | | 
vious volume attained through the sale | © 
of non-rationed footwear must be taken 
up through a continued connection with 
those manufacturers who have bem 
producing the non-rationed footweat 
for us. Undoubtedly they will swing 
over into something that will have 4 
like amount of consumer demand 
keeping with current conditions. 

Postwar plans call for much large 
and more comfortable accessory depart 
ments, comfortable from the buyet® 
standpoint in accessibility, seating a 
rangement, etc. It is our intention 
cover a much broader field of acc 
sories than we have in the past. Jut 
what those accessories consist of 
pends upon what will seem most desi 
able in the immediate future. 
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The First 100,000,000 Is 
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_ Nashville, Tenn,—The 100 millionth pair of shoes made by 
7 General Shoe Corporation came out of the Nashville piaat 
ers Whof os» August 24, with many persons looking back to August? 5. 
on 1924, when this company, thon the Jarman Shoe Company, 
the back ™e founded. The 100 millionth was a pair of saddle ten, 
necessity Puritan veal leather, wing tip bal oxfords. The style was 
ures with, selected for this purpose by Vice-President E. T. Bumpoes, 
left in photo) who presented them te President W. M. 
put into® Jermen. Mr. Jarman is thinking of having them made perm- 
e organi-— gsent in 14-karet gold. 


S experi 
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Each off May Adjust Ceilings On Oak Barks 


at no one 
1 see too 


4 <a hemlock and chestnut oak barks because other buyers are 


ete con-§ permitted to pay higher prices may apply for adjustment of 
a = their ceilings to the level of the other buyers, the Office of 

Price Administration has announced. This action was 
taken at the request of the industry so that buyers who 









Buyers who are unable to obtain necessary supplies of 

















































































6 mie are “frozen” at lower ceilings than others may obtain bark 
> a i supplies necessary for their normal operations. 
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Red & Blue 





Women’ 5 » Slippers Boys’ Goodyear Welt 








1 “Soft tea.'s gle" $] $1.89 = Moccasin Oxford 
Red's & Wine —— aa? $9.25 
| Same in inal Innersole 
Weory Sith $1.50 ‘Sens tagaien ns. 
(Silk in Assorted Colors) RATIONED SHOES 
CHARLES SPIEGEL CO. INC. 
411 ESSEX ST. SALEM, MASS. 
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: Foor-sinp/? 


FOOT-KIND Shoes walk right off the shelves in 
stores that feature them. They're styled for little 
girl appeal—built for mother appeal—priced 
for purse appeal. Write today for details. 


Sizes 4% /8—8%/11%—12/3 


Many Attractive Styles In Stock 
for Immediate Shipment 


FOOT-KIND SHOE co. 


Office: 320 N. 4th, St. Low Owe 








Idaho Store Sells Service Or ee emis aclecll 
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a 2 MM, 
If that doesn’t do the trick of moving 
it, the price is lowered and the P.M. 
increased. For a continuation of the 
pressure on this B.M. (Buyer’s Mis- 
take), what’s left goes on our F.O.M. 
Sale (First of the Month). All shoes 
left at the end of the year are com- 
pletely marked off the inventory. 
Sounds drastic for a town the size of 
Boise, but our markdowns average less 
than four per cent annually, which 
proves the policy is a good one. And 
it certainly keeps our stocks clean—a 
good thing to be thinking about now, 
for when shoes get to be more plentiful, 
we will not be stuck with a lot of un- 
salable merchandise. We will be in a 
position to give our customers the new- 
est and best the market affords, both 
in quality and style. 
Backbone of our business are the 
staple lines. In three lines there are 


when sold to manufacturers of 
may now be’obtained by adding the f 


about four styles each which are kept z : 
sized up at all times, week after week, ee Roy — oan aly 
year after year. In the years these ie women's te ¢ Der pr, 
lines have been stocked, there is noindi- Child's, misses’, you 
cation that our trading community has 
reached a point of sales saturation on 
any of the numbers. tt. 

Another important point in Falk’s White, L sem "hg blue 
program of individualized service is a ye 80 


lowing differentials to the ceiling pricg #” 
established for brown heels and soles; & 


carefully kept card-file of customer © Men’s, women’s & boys’..3 ¢ perpe gy 


3 J , * ’ 
sizes and preferences. There are two Child's, misses’, youths 
reasons for this—to check on sizes to ae 
see if the patron is getting the right te, —? +2 Na blue 
size, and to see that each customer gets yellow as 
the right service from her shoes. Men’s 

Naturally, we’re sometimes stuck for 
wanted sizes, just as all stores are. But 
here is where our card records play an , ad é 
important part. The shoe fitter makes Moccasin soles a ; spring 
a record of the wanted shoe, checks for heel tennis soles 
the correct phone number and home Red hite 
address. When the shoe arrives in Green, blue, yellow, white, 
stock, these back orders receive first 
attention before a single pair is racked. 

Shoes are a major ah at Modify Import Policy 
Falk’s and will come in for greatly en- : 
larged floor space when we build our On Goatskins 
proposed three-story addition, Then, Modification of the import policy on 
as ever, our customers’ best interests ast India tanned goatskins permits 
will be of first consideration, for that’s .onsideration to be given to applications 
the policy which has kept Falk’s grow- from persons who do not have import 
ing for 76 years. quotas, the War Production Board has 
announced. A percentage of the esti- 





Washington News 
: [CONTINUED FROM PAGE 72] 


make it possible for relatives and 
ds in this country to place the 
with shoe stores, without paying 
ration stamps. As was the case when 
such exports previously were allowed, 
the dealer must do the actual mailing 
of the shoes. He then can get ration 
eurrency replacements by applying to 
his OPA district office and presenting 
proof of export. 

Export licenses still must be obtained 
for shoe shipments to the Philippine 
Islands, but not for shipments to other 
territories, OPA added. 


Pat Ceiling on 
Basketball Shoes 


A retail ceiling price of $3.75 a pair 
has been established on men’s canvas- 
topped rubber-soled basketball shoes 
imported from Cuba, the Office of Price 
Administration has announced. This 
ceiling, as well as a wholesale ceiling of 
$2.40 a pair, are subject to the seller’s 
customary discounts and allowances. 
The ceilings are in line with those for 
similar footwear produced in the United 
States, OPA said. 





Buy Victory Bonds 
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mated supplies available for import inte 
Set Up Differentials the United States has been set aside for 


red this purpose, WPB stated. Because of 
For Colo Soles, Heels the limited quantity available for im 


A method for establishing ceiling portation into the United States, no im 
Prices for manufacturers’ sales of dication can be given as to the qua 
molded rubber light colored heels and tity which may be approved for new 
soles in red, white, ivory, green, yellow participants until all applications have 
and blue has been announced by the been reviewed. 


Hahn Features Back-to-School Window 





Baltimore, Md.—Sottly draped deep green cloth forms the Autumnal bockgrous 
Haha‘s back-to-school and window. In the foreground books and 
he oottetttes ahead. Here are featured , 
s. 
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[CONTINUED FROM PAGE 57] 
hermore, the introduction of 
new lasts and new corrective fea- 
was of necessity accompanied by 
birth of interest in proper fitting. 
cal science—at least the orthopedic 
h—gave the shoe industry a more 
f liberal education in the basic types 
and the shapes of lasts best 
d to produce shoes for those 
Merchants and their salesmen 


it back to school and learned things 


selling footwear which they 
had never known or had long 


Harvard Graduate School of 
ess Administration, first of the 
tional institutions to collect and 
e figures on retail shoe opera- 

created better merchants by 
ng them how to interpret prop- 


al the statistics of their own busi- 


this, too, was the era in which mer- 


@ants, again under the compulsion of 


competition, learned that shoe 

could and should sell items other 
shoes. Accessories came into their 
hosiery, bags, ornaments, polishes 
cleaners, fancy laces and many 


the field of men’s shoes progress 
admittedly not so pronounced, 
h here, too, style played its part. 
shoes became a part of the ward- 


sof every well-dressed man, patent 


ler and gun-metal oxfords were in- 

aced for formal evening wear; and 
ly successful drive was launched 
men out of their tan shoes and 

black for informal wear after six 
evening. This, too, was the day 

“feather-weight shoe for Sum- 
” 


wear. 
he shoe industry was thus engaged 


itself by its own bootstraps 


m another factor appeared in the 


ntile world—that form of credit 
then as installment or budget 
Introduced by the automobile 

in order to achieve volume 


kly, it was an entirely logical move. 


it been confined to the selling of 
r durable goods of that size, it 
have benefited everyone. But 

las not, with the result that hun- 
of thousands of families in every 
} of the country found themselves 


mitted to monthly and weekly pay- 


which left little for the actual 
of life—shoes included. 

this over-extension of credit, 

¢ hinking men in the shoe in- 

y waged a bitter, valiant but in- 

fight. Others succumbed and 


Ffookwens’ for ten cents down and 


its a week if they could get busi- 
on no better basis. 


early as January 2, 1926, under 


ding “Too Much Credit Dam- 
” the late Arthur D. Ander- 
te: “A man may buy on credit, 
off in weekly installments, a 
phonograph, 


, @ garage, a car, 


1, 1945 
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FOOT REST 


SHOES 


"Ctrecextee 


In styling—in materials—in workmanship—every 
Krippendorf Foot Rest Shoe gives you full value for 
your money. And you get an extra value in the name 
the Foot Rest carries. 


Krippendorf-Dittmann. has been making fine foot- 
wear since 1872. It is a name known and respected 
wherever shoes are sold. 


Remember, too, that your customers know the 
Krippendorf Foot Rest Shoe. Consistently advertised 
in such magazines as Vogue, Good Housekeeping, 
Ladies’ Home Journal, Mademoiselle, and The In- 
structor, the Krippendorf Foot Rests have built up a 
national following over a long period of years. 


Sell Foot Rests—with the Krippendorf-Dittmann 
name behind them! 


Priced $6.95 to $7.95 and up. 
(Slightly higher Denver West) 


THE KRIPPENDORF-DITTMANN CO. 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Women’s Home 
Companion, Good Housekeeping, and The Instructor. 











radio set, player piano, vacuum cleaner, 
washing machine, sewing machine, fire- 
less cooker, clothing for himself and 
family, any and all kinds of furniture 
and household things, and hundreds of 
other items too numerous and tedious 
to mention. And, from present indica- 
tions, the average American is doing 
it. This is one of the reasons why shoe- 
men are having such a hard time sell- 


ing the right kind of shoes at the right 


prices. And right at this time comes 
the credit installment shoeman. A girl 
earning $12 or $15 a week may buy a 


pair of shoes by paying down a small 
installment and the balance at so much 
a week. She does not get the shoes 
until all the installments are paid, how- 
ever. Too much credit. Who is re- 
sponsible for it all. Where will it end?” 

It ended, as every adult knows, with 
the world-wide collapse of 1929 and 
1930. “The world,” commented one ob- 
server at that time, “went out on a 
joy ride and didn’t have enough gas 
to get back.” 

(The third article in this series will 
cover the period from 1933 to 1945.) 
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Sandra Pattern 
A GOLD CROSS SHOE BY 


United States Shoe Corp. 


COMPO MAKES THE 
MACHINERY 
THAT MAKES THE 
BETTER SHOES 





COMPO SHOE MACHINERY CORPORATION 


Boston, M. 


~ tin 
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Washington Newsreel 
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REGIONAL OFFICES AND STATES 
THEY SERVE 


Listed below are the addresses, and 
the States served by the Regional 
Offices of the Department of Commerce, 
Office of Surplus Property: 

Region 1, 600 Washington St., Bos- 
ton 11, Mass., Connecticut, Maine, Mas- 
sachusetts, New Hampshire, Vermont, 
Rhode age 

Region 2 
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ixty-first Floor, Empire 





State Bldg., New York 1, N. Y. New 
York, New Jersey. 

Region 3, Lafayette Bldg., 5th and 
Chestnut Sts., Philadelphia, Pa., Dis- 
trict of Columbia, Delaware, Pennsyl- 
vania, Maryland, Virginia. 

Region 4, 704 Race St., Cincinnati 2, 
Ohio, Indiana, Kentucky, Ohio, West 
Virginia. 

Region 5, 209 South La Salle St., Chi- 
cago 4, Ill, Illinois, Michigan, North 
Dakota, South Dakota, Minnesota, Wis- 
consin. 

Region 6, 105 Pryor St., NE., At- 
lanta 3, Ga., Alabama, Florida, Georgia, 


Mississippi, North Carolina, out! 
Carolina, Tennessee. ‘¥ 
Region 7, 609 Neil P. Anderson Bldg 
Box 1407, Fort Worth 1, Tex., Louw 
ana, Texas, Arkansas, Oklahoma. 

Region 8, 2605 Walnut St., Ka 
City 8, Mo., Iowa, Kansas, Missow 
Nebraska. 

Region 9, 1030 Fifteenth St., Denyam 
2, Colo., New Mexico, Utah, Color 
Wyoming. 


a 
Region 10, 30 Van Ness Ave., § | 


Francisco 2, Calif., California, Arizong 
Nevada. i 
Region 11, 2005 Fifth Ave., Seattle] 
Wash., Oregon, Montana, Idaho, W 

ington. 


Set March Dates for 


Leather Show, Style Talk ; 


New York—The Tanners Council of 
America and the National Shoe Re 
tailers Association have selected the 
period from March 18 to March 20 
1946, for the first postwar Leather 
Show and Shoe Styles Conference. The 
Commodore Hotel, in New York, has 
been chosen, inasmuch as the Waldorf- 
Astoria, where these gatherings were 
held for a number of years, will not 
be available. 

Resumption of the Leather Show 
and Shoe Styles Conference will un- 
doubtedly prove of great interest to 
all connected with the shoe and leather 
industries. 
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Op Sellers . . . because 
Tthey're Top Quality 


| Your customers appreciate qual- 
more than ever. That’s why 


timers” are consistent top sellers. ' 


iking colors and skillful styling 

ith customers’ eyes . . . while supe- 

© materials plus fine workmanship 
the closest inspection. 

he name Kleinert’s on all 

itimers” is the synonym for 

ity, just as it is on all Kleinert’s 

acts. Remember—Kleinert’s gives 

ee-quarters of a century of con- 

good will, and backs up your 

Om selling efforts with national ad- 

ftiging and merchandising support. 
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4a fifth avenue - new york 
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A BRITISH WALKER BY 





J. P. Smith Shoe Co. 


COMPO MAKES THE 


MACHINERY 


THAT MAKES THE 


BETTER SHOES 


COMPO SHOE MACHINERY CORPORATION 
Boston, Massachusetts 
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| Broken Window Becomes 
| Shoe Promotion 


ATLANTA, GA.—When, on Aug. 10, 
rowdies broke the glass in one of the 


| two windows of Stiening & Collette, who 
| sell Jarman shoes, their second thought 


proved far better than their first. 

Hastily discarding all idea of having 
someone arrested, the firm placed in the 
broken window a large sign reading: 
“They even break windows to get Jar- 
man Shoes.” Since there was a delay 
in getting the new glass installed, the 
display continued for one week. 


ee 


Shoe Company Expands 


New York—Evy Footwear has en- 
larged its operation with the recent 
opening of a factory for women’s shoes 
outside Scranton, Pa. This makes a to- 
tal of four plants, including one for 
children’s footwear opened a few 
months ago in Olyphant, Pa. Evy Foot- 
wear is also bringing out a new line of 
shoes under the trade name of “Kiddie 
Shoes” which includes a new saddle ox- 
ford in children’s and misses’, sizes nine 
to three, and a plain toe infant’s shoe 
in sizes five to eight. 
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A MESSAGE OF FRANKNESS 


During the War every customer of ours received his fair-and-square 
share of the monthly total of shoes allotted to us by our sources. We played 
no favorites. We did not juggle our trade. "We did not rob Peter to 
serve Paul". We did not take any price advantages. Our prices were 
(and still are). under competitive O.P.A. price ceilings. We adhered 
strictly to the ethics of business principles, as we always have in the past 


twenty-five years. 
The faith we placed in our clientele never wavered. In turn, the faith 
you placed in us we hold as our mos} precious business asset. 


We face the future with a clear conscience and a happy spirit. This 
memo of Frankness is just to let you know we have no reconversion plans 
because we have no reconversion problems. All we plan to do is to “carry 
on" with you, and we certainly believe you feel the same way towards us. 


When. more shoes are available we will increase your allotments. We 
also want to thank you for your cooperation in the trying times of the past. 


Will see you at the New York Style Show, Room 541, Hotel New 
Yorker, October 6th to 10th. Yours for continued service. 








5 
<3 
% 
» 
¢ 


WEARWELL SHOE COMPANY, Inc. 


New York's Leading Growing Girls and Juvenile House 


138-140 DUANE STREET, NEW YORK 13, N. Y. 











Children’s Shoe Store Adds Ready-to-Wear 





ed by broad, easy stairs facing th 
store entrance and dividing near th 
top to make two approaches. This 
makes a large stair well around whieh 
the shoe department is arranged, and 
gives three walls for highly colored 
band painted murals of subjects appeal 
ing to children. The wrapping desk 
ig midway of the space, and by natural 
suggestion, leads the customer into the 
ready-to-wear department, It is th 
rare woman or child who can resist 
at least one look at the stuffed animal 
and gift items which are for sale. ~ 
In this highly individualized depart 
ment, fluorescent-lighted and equipped 
fer air-conditioning next Summ, 
parents can outfit children completely, 
from infancy to middle teens. All t 
junior girls’ flat heeled shoes are sd 
here, as well as boys’ shoes t 
size six. This upstairs depa ! 
gives promise of business that wil 


Children's shoe department, showing seating around stair well and double steir equal, if not surpass, that of the men’ 
epproach. The seats are dull green with animal head divisions. The door in the 
‘back opens into the shoe stockroom. 


MontTGcoMerRy, ALA. — Jay’s Shoe 
Store, owned and operated by Mr. and 
Mrs. A. M. Baker, is ready for postwar 
epportunities, having completed their 
planned expansion and opened one of 
the most complete children’s wear de- 
partments in the South. 

The store, previously occupying only 
downstairs space, has always done a 
good juvenile shoe business. An un- 
used second floor provided the oppor- 
tunity for a separate children’s shoe 





department in this second floor space. 
This change was made last year, mak- 
ing it possible to have especially trained 
personnel for the downstairs adult 
trade as well as for the children’s trade 
upstairs. This new department was so 
successful that the next step was to 
use the remaining floor space for chil- 
dren’s ready-to-wear, with Arthur A. 
Goodman,~formerly with Burger-Phil- 
lips of Birmingham, as manager. 
The upstairs department is approac 


and women’s shoes downstairs. 


Leather Company 
Incorporated 





New Yorx—Effective September LE? 


the well-known leather firm of 5 
mann Loewenstein, having incorpr 
rated, became known as Herman La 
wenstein, Inc., under which name it 






continue to do business at 26 = oh 


street, this city. The company sells 
line of calf, kip, side and suede leathet, 
and is distributing plastics. " 
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EARWELL Leads Again! 


e have opened an exclusive slipper department 
ere we will feature the usual outstanding 


EARWELL good values. 


ILOREN'S BENGALINE, LEATHER SOFT 
Non-Rationed Slippers. Rabbit fur col- 
, Colors: Red or Blue. Sizes: 8 to 3. At 


epee. $1.15 


WEARWELL SHOE COMPANY, Inc. 





CHILDREN'S 

LEATHER CAPE- 

SKIN SLIPPERS. 
Sole, N 


6 to 3. At Once Delivery. 


lar; Blue with red col- 
lar. At Once Delivery. 
$1.70 


NEW YORK'S LEADING GROWING GIRLS AND JUVENILE HOUSE 


Leather Sole, Non- 
Rationed. Colors: Red or Brown, Sizes: 


CHILDREN'S CHENILLE UPPERS 
oned 






$1.50 


138-140. Duane Street, New York 13, N. Y. 











Franklin Officer 
ts Acme “E”? Award 


KLYN, N. Y.—The ballroom of 
St. George Hotel here was filled 
men and women employees of 
Backing Corporation on the after- 
of September 21, when impressive 
mies marked the presentation of 
Army-Navy “E” award to the em- 
of that organization in recog- 
of their contribution to the war 
rt by “outstanding production of 
equipment.” 


Much of the camouflaged goods used 


jungle warfare in the Southwest 

was produced by the Acme cor- 

» as were also various metallic 

ted fabrics used for protecting 

material against moisture and va- 

damage. In addition, important 

and waterproofing formulas 

developed in the laboratory of 

at Meadow and Bogart Streets, 

, some of them with the col- 
tion of military technicians. 

ballroom was beautifully deco- 

for the presentation, with flags 

‘all of the United Nations over the 

, and the program opened with 

ly music by the band. The na- 

anthem was sung and introduc- 

were made by the master of cere- 

, Lieutenant Commander William 

Warburton of Headquarters, 

Td Naval District. Presentation of 

Army-Navy “E” award was made 


‘Lieutenant Commander Robert B. 


1, 1945 


Downes, USNR, who was damage con- 
trol officer aboard the USS Franklin at 
the time of the historic engagement in 
which that carrier so narrowly escaped 
destruction through the heroism of her 
officers and men. Lieutenant Commander 
Downes received the Navy Cross for his 
part in the defense of the Franklin. 

President Ralph M. Freydberg ac- 
cepted the award on behalf of the per- 
sonnel of Acme Backing Corporation, 
after which Major Albert K. Dannen- 
baum of the Philadelphia Quartermas- 
ter Depot presented Army-Navy “E” 
pins, which were received for the em- 
ployees by a committee representing 
Local 121, United Gas, Coke & Chemical 
Workers, CIO, consisting of James Var- 
gas, Alfred Gualiano and Lena Hamil- 
ton. The pins were formally accepted 
by Joseph Callis, steward, and-the ex- 
ercises closed with the singing of 
“America,” after which there were re- 
freshments and dancing. 


Johans Named Wohl 


Vice-President 

St. Louis, Mo.—John B. Johans has 
been elected a vice-president of Wohl 
Shoe Company. His new duties will be 
management and direction of sales and 
public relations of the company. Mr. 
Johans has been associated with Wohl 
Shoe Company for nineteen years. He 
started out as manager of one of the 
Wohl departments at A. Livingston and 
Sons, Bloomington, Ill. Later he was 





brought into the company headquarters 
as a merchandise and division manager. 
For the past fourteen years he has di- 
rected the comuany’s advertising and 
publicity, during which time he has 
been responsible for some of the in- 
dustry’s most outstanding campaigns on 
women’s high style footwear. 

Albert Shank, who has been with 
Wohl Shoe Company for the past ten 
years and who has served as assistant 
advertising manager for the past six 
years, has been appointed as director of 
the company’s advertising and publicity. 





Colored Synthetic Soles 


Announced 
New Yorx.—Colored synthetic soles 
of various types are appearing in the 
civilian market. L. Drexsage Company, 
of this city, is introducing one under the 
name “Leathlyke,” claiming that it will 
outwear leather, that it is waterproof 
and that, in other ways, it has all the 
qualities desired in the more conven- 
tional soling material. Present colors 
are confined to black, chocolate, oak and 
white, though other colors, it is an- 
nounced, will be made later. Also in- 
eluded in this line are simulated crepe 
soles in any desired color, cofk and rub- 
ber slabs in all colors, suede finished 
slabs, sponge rubber for insoles and 
and a composition soling ma- 
terial said to look and feel like rope and 
which is made in rope color as well as 
in pastel shades. 
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A b SHOE 


Recommending ... 


THE BRUISER 
e 
ANOTHER PROOF 
THAT CUSTOM CHARACTER 
NEED NOT BE EXPENSIVE 


Most styles $6.23 to $9.50 
—slightly higher west of 
the Mississippi. 
E. E. TAYLOR CORP. 
MANUFACTURERS 
BOSTON 


THE 
lez-Mlade 


SHOE 


























- GI Shoes Bought for 


a 
+. 
* “- 

Use in Europe 
Las 
Wasuincton, D. C.—Used U. S. Army shoes forme 
worn by American soldiers in training camps are being | 
purchased by the United Nations Relief and Rehabil ®t” 
tion Administration to provide footwear for the peoples @ 34 


the liberated nations, according to Herbert H. Lehman, }} 
rector General of UNRRA. 

Half a million pairs are ready for immediate shipmem 
and a million and a half pairs will be shipped before thei _ 
end of November, Mr. Lehman stated. Additional supplig 
of more than half a million pairs a month are expected & 
be made available. As soon as the shoes are received fron) 
the Quartermaster’s Department, they will be sent to the i 
European nations receiving UNRRA financial assistance, 
China will be included in future shipments. 

“These shoes were worn by our soldiers in Army camp 
in this country while they were training for overseas ser 
vice,” said Mr. Lehman. “They will now be worn by the 
people who have been set free. They are regulation U. § 
Army leather shoes, used but serviceable. They are of one 
standard last and are now stored as individual shoes and 
ere not mated. Army officials estimate that approximately 


> 

















60 to 70 per cent will be wearable after being mated. 

“We are sending the shoes in their present state to the 
liberated countries which will mate them and distribute the 
usable pairs. To undertake mating them over here would 
mean a considerable delay in shipments. The material in 
the shoes which are not wearable will be used by cobblers 
in the receiving countries to repair other shoes.” 


Need Not Set Aside Gabardine 


Production 


Because military cutbacks have increased the supply of 
leather for civilian shoes, the War Production Board m 
September 19 revoked Direction 13 to Order M-328 which 
required a fabric manufacturer to set aside a portion of 
his gabardine production for use in the manufacture of 
women’s shoes. The fabric was used in the place of 
leather in the uppers of women’s non-rationed shoes. 


Manufacturing and Markets 


[CONTINUED FROM PAGE 70] 


it is better in the long run, in the language of one mant 
facturer, to “buy a good line and stick to it” than to com 
tinue the war-born practice of shopping here, there and 
everywhere. They feel the need of regular sources. Also, 
in the men’s field, the inquiries received by makers o 
casual footwear have been exceptionally large in number 

New features have been added to Boston’s Victory Shoe 
Market Week, in addition to those described elsewhere i 
this issue. On Monday evening, first day of the showing 
the 210 associates, a charitable enterprise with membership 
drawn from the shoe, leather and allied trades, will hold 
a banquet. On Tuesday, under the auspices of the Ne 
England Shoe and Leather Association, there will be # 
luncheon at the Hotel Statler followed by a style presente 
tion. The latter will be under the direction of Jack Sandler, 
a member of the general committee chosen to supervise this 
particular event. 
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Distribution Costs to Be Discussed 


ssistanee, 


















ny Camps 
rseas ser- 


m by 4 Boston, Mass.—The major problems 


ion U.§ . . ! . 

reconversion facing American busi- 
re of oneg will be discussed at the Seven- 
hoes ami Geenth Annual Boston Conference on 
ximately tribution, October 15-16, 1945, Hotel 
ated. ler, Boston, according to announce- 


te to the t by Daniel Bloomfield, director of 
ibute the conference. 
re welll Thée distinguished speakers on the 


will include Hon. John W. 
r, Director, Office of War Mobili- 
ation and Reconversion; Walter D. 
Puller, president, Curtis Publishing 

; Kent Cooper, executive head, As- 
gociated Press; Dr. Gerald Wendt, 
Science Editor, Time Magazine; Dr. 


terial ing 
cobblers 












e Harold G. Moulton, president, Brook- 
ings Institution; Stacy May, econ- 
tmist, McGraw-Hill Co.; Dr. John H. 
Williams, dean, Harvard Graduate 
pply off School of Public Administration; Wen- 
ard of dell Berge, Assistant Attorney General 
3 which § Gf United States; Franklin Johnston, 
tion of § publisher, American Exporter; Mal- 
ture of } Colm P. McNair, Harvard Business 
acest School; T. B. Freeman, president, But- 
ler Brothers; Dr. Lewis H. Haney, 
. New York University; Saul Cohn, 
president, City Stores Co.; Q. Forrest 
Walker, R. H. Macy & Co.; Murray 
‘Bhields, vice president, Bank of Man- 
hattan Co.; W. T. Snaith, partner, Ray- 
mond Loewy; W. W. Cumberland, part- 
ter, Ladenburg, Thalmann ‘& Co.; A. 
ou Edwin Fein, Research Company of 
‘America; Dr. Donald H. Powers, vice 
0 CO § resident, Monsanto Chemical Co., and 
e and Charles F. Phillips, president, 


Other Major Reconversion Preblems, Including Price Trends, on 
Agenda for Two-Day Conference to Be Held in Boston, Oct. 15 
and 16—Clinics on Same Subject Scheduled by NAM 


Price Trends in the Period Ahead, Dis- 
tribution Costs, New World Markets 
for American Business, The Outlook 
for Industrial Prices. 

In announcing the conference, Mr. 
Bloomfield said, “The problems now be- 
fore American business in this period 
of transition are of tremendous im- 
portance, and require thorough analysis 
and plans to meet them. The Boston 
conference is aimed to make discussion 
of these problems and plans helpful at 
a time when such help is needed most.” 

The conference is open to all who are 
interested. 

Other important discussions of dis- 
tribution are to be held throughout the 
country under the genera] auspices of 
the National Association of Manufac- 
turers. Already scheduled are meetings 
in Cleveland (Oct. 3) ; Detroit (Oct. 9); 
Chicago (Oct. 11); and Minneapolis 
(Oct. 18). Projected but not yet sched- 
uled are clinics in Philadelphia, At- 
lanta, Dallas, St. Louis, Los Angeles, 
San Francisco, Portland and Seattle. 

Titles of the addresses to be given 
at the Cleveland meeting indicate the 
importance attached by top manage- 
ment to the problems involved in mov- 
ing merchandise. Some of these titles 
are “The Customer Will Be Boss,” 
“Spotlight on Key Personnel,” “Are 
Your. Dealers With You?”, and “Sell, 
Or Go to Bust.” Round table discussion 
subjects include “Management Moves 
the Merchandise,” “Cutting Corners on 
Costs” and “Promotion Pays Off.” 













Also, F College. 

ets of # The subjects to be discussed include 

mber. fo 

Se} Col. Florsheim Honored 

ial France 

-rship _Cuicaco, ILt.—For meritorious ser- 

hold ® wees in connection with the liberation 

Ne & @ France, Col. Harold Florsheim, for- 

bag mm vice-president and secretary of the 
rsheim Shoe Co., has been awarded 





Croix de Guerre, one of the highest 
brs the French people can bestow. 






- Thi ‘is the second major honor to be 
‘‘onferred on Col. Florsheim, the first 















, 1945 


being the Legion of Merit for outstand- 
ing performance of his duties in the 
QMC. 


Entering the Army as a major at 
the outbreak of the war, Col. Florsheim 
was sent to England with the first 
American troops going over, and, soon 
after “D” Day, arrived in France. Ex- 
cept for a ten-day leave early last 
March, he has been on continuous over- 
seas duty for three years. 


Patterson Appointed 
NSMA Economist 


New York—The Nationa! Shoe Man- 
ufacturers’ Association has announced 
the appointment of John H. Patterson, 
former Director of the Leather and 





JOHN H. PATTERSON 


Shoe Division of the War Production 
Board, as economist of the NSMA, 
effective October 1, 1945. 

Mr. Patterson brings to his new 
duties a wealth of experience which 
will be of particular value to the entire 
shoe industry during the transition and 
postwar periods. From 1941 to October, 
1942, Mr. Patterson was in charge of 
the Hide, Leather and Shoe Sections of 
the Office of Price Administration and 
developed price differentials for vari- 
cus types and classes of hides. In Oc- 
tober, 1942, he joined the Defense Sup- 
plies Corporation, a subsidiary of the 
Reconstruction Finance Corporation, 
where he was in charge of the imported 
wool program, and later drew up regu- 
lations and worked out operating pro- 
cedures for making payments to proc- 
essors for subsidy payments on meat, 
butter and flour. In December, 1943, 
Mr. Patterson joined the War Produc- 
tion Board as Assistant. Director of the 
Leather and Shoe Division and on Oc- 
teber 1, 1944, was appointed Director. 
During this period, he played an active 
role in many of the programs pertain- 
ing to leather and shoes and also devel- 
oped arrangements covering the impor- 
tations of various types of hides, skins 
and leather products, 

Mr. Patterson is a graduate of Cor- 

[TURN TO PAGE 88, PLEASE] 
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Felt Top Facing. 





Limited Allotment of Authentic Ski Model 


Smooth Waxed Brown Split Leather Uppers. Retan 
Leather Tip. Grooved Regulation Ski Heels. 9 Iron 
Full Leather Midsole. 16 Iron Rubber Outsole. Green 


IN STOCK — IMMEDIATE DELIVERY 


STYLE No. 232—Ladies", leather sole ski boots, sizes 3-9...... $4.25 
STYLE No. 237——Men's, leather sole ski boots, sizes 6-12....... $4.50 


PLEASE ENCLOSE RATION CURRENCY 


EF ARNOFF SHOE CO., IOI DUANE ST., N. Y. C. 








Guild Plans Five Openings Yearly 





Nine-Point Platform of Better Shoe Manufacturers Designed to 
Encourage Steady Flow of Buying and Provide Full-Time 
Employment for Workers 


New York—Five style openings each 
year is point one of a 9-point platform 
adopted by The Guild of Better Shoe 
Manufacturers at a monthly meeting 
held recently at the McAlpin Hotel. 
The eagerly-awaited Spring 1946 style 
opening date was set for Monday, No- 
vember 6. Each Guild manufacturer 
will show his Spring shoe collection in 
his showroom. The 9-Point Platform 
endorsed by the Guild follows: 

1—The Guild of Better Shoe Manu- 
facturers will sponsor a definite pro- 
gram of five style openings yearly, the 
showings to be held in the showroom 
of each Guild member. This program 
makes possible a needed merchandising 
calendar. 

In September—Limited Shoe Editions 
for Spring. 

In November—Spring Opening. 
(November 5 is the specific date for 
1945.) 

In January—Warm-Month Shoes. 

In April—Limited Shoe Editions for 
Fall, 

In Late May or Early June—Fall 


2—The Guild will encourage and 
sponsor a constant flow of shoe buying, 
through this 60-day selling plan. This 
will formally establish the year-round 
production and delivery calendar of 
The Balanced Shoe Program. 

8—The Guild will retain a program 
of 

4—Due to the many. requests from 
new accounts (and new cities) re- 
ceived by Guild members for Guild 
shoes—and following surveys made by 
Guild manufacturers—the taking on of 
new accounts will depend upon whether 
the major operation of such accounts is 
on better merchandise. 

56—The Guild will stronely recom- 
mend to its dealers that better shoe 
departments be re-located sc they are 


in closer affinity with comparable qual- 
ity fashions in ready-to-wear and ac- 
cessories. 

6—The Guild will strongly recom- 
mend to its, dealers that better shoes 
should be sold by clerks who are spe- 
cialists in the selling of better shoes. 

7—The Guild will encourage the 
various fashion associations of the 
fashion industries to co-operate with 
the Guild in strengthening the impor- 
tance of related and coordinated fash- 
ions with Guild shoe fashions. 

8—The Guild will show shoes of the 
Guild membership in the showrooms of 
the better dress houses whenever pos- 
sible and will collaborate with them 
whenever possible. 

9—The Guild will make a summary 
of fashion trends available for its 
membership in order to keep informed 
of trends, new fashions and develop- 
ments in ready-to-wear and related in- 
dustries. 

A. H. Bogutz, of Newton Elkin Shoe 
Co., president of The Guild of Better 
Shoe Manufacturers, is most enthusias- 
tic about the 9-Point Platform. 

“IT am extremely happy,” he said, “to 
see one of the major ideals of the Guild 
realized. A most progressive step has 
been taken in the establishment of five 
openings yearly. This will make pos- 
sible a better merchandising opvor- 
tunity for better shoes, with resulting 
profits for both manufacturers and 
dealers. This will also make possible 
a continuity of work for the labor that 
produces these beautiful shoes—and 
will insure labor a 52-week pay check.” 

This platform of the Guild is being 
put into effect immediately. It is firmly 
believed by the entire membership that 
this platform will give new vigor to 
the high-grade shoe business. It will 
also retain the wartime benefits of low 
mark-downs, fluid styles and adequate 


size ranges. Therefore, the hazards of 
big lines will be eliminated. 

With fashion hlertness again enter- 
ing the shoe picture, fashions in shoes 
will be tied up more closely than before 
with fashions in ready-to-wear, since 
most women purchase shoes “to go with 
something.” The Guild’s 9-Point plat- 
form will make room for the newness 
in color and style that is so vital to 
the speedy fashion tempo that will 
again enter the fashion business. The 
Guild opening dates are timed to ready- 
to-wear openings whenever possible. 





Form New Retail Shoe Group 


HersHey, Pa.—Final conferences of 
a group of major retail shoe store ex- 
ecutives held here, September 14 to 16, 
have concluded formation of an organi- 
zation to be known as Shoes Associated, 
which includes 11 major retail shoe 
firms. Previous conferences were held 
in French Lick, Ind., in June at which 
time the group was formed. 

“Shoes Associated,” chartered in 
Ohio, elected these officers to serve 
for the following year: George B. 
Hess, president; E. C. Orr, vice-presi- 
dent; Harold Volk, vice-president; Ev- 
erett Nordstrom, secretary; Henry 
Dahl, treasurer and assistant secretary. 

The stores comprising the group are: 
Fontius Shoe Co., Denver; Gude's, Les 
Angeles; N. Hess’ Sons, Baltimore; Im- 
perial Shoe Store, New Orleans; Krupp 
& Tuffly, Inc., Houston; Nordstrom’s, 
Seattle; Potter Shoe Co., Cincinnati; 
Sommer & Kaufman, San Francisco; 
Thayer-McNeil, Boston; Volk Bros. Co., 
Dallas; Wetherhold & Metzger, Allen- 
town. 

Purposes of the organization will be 
to uncover new footwear and accessory 
items; to make contacts with resources 
for those items; and, with resources, to 
gather fashion and market information 
that would be pertinent; to promote di- 
rect interchange of ideas between mem- 
ber stores for the improvement of ser- 
vice to the consumer. 

An executive vice-president and & 
fashion co-ordinator will co-ordinate 
the association’s activities in a New 
York City office soon to be established. 
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--BALLET CASUALS 





‘een by De, 

The rage for kids from 6 to 
4.25 60. Turn-glove ballets and 
4.50 sandals, red, black or white 






glove kidskin. Durable elk 
sole, nylon-sewed. Handmade, 
’ oe ae ee Fast 
selling, washa yshoes 
as featured in “VOGUE.” 
Price—61.50 
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Waiting For Post-War 
Shoe Developments? 


Terms—2 
oH to Whatever they prove to be, none 
can match the combination of ap- 
pealing style and inner ease and 
comfort of Bellaire construction, 
for active women. Fit a new cus- 
tomer to Bellaire shoes, — she’s 
your “regular” from then on, and 
a repeat-customer for the shoes 


that never fail to give a busy 


PRIMA | | woman what she wants. 
| : BELLAIRE SHOE COMPANY 


MAINE 























Receives Treasury Citation 

WASHINGTON, D. C.—The firm of 
Grosner, which operates a high grade 
men’s wear store at 1325 F St., has re- 



































held ceived from the United States Treasury 
rhich Department a citation for “patriotic co- 
operation rendered in behalf of the War 
| im Finance Program. Accompanying the 
erve citation was a letter stating that this 
» B, “certificate was the only one ever issued 
resi- to a retailer in the men’s specialty 
Ev- group in Washington.” 
snry 
ary. 
-~ Soling Material to Be Made 
oa In New Colors 
upp Winpsor, Vt.—A definite position in 
m’s, the postwar shoe field, already assured 
ati; for Neolite, sole product of the Windsor 
C0; Manufacturing Company, is strength- 
0o., ened as company officials announce its 
en- presentation in two new colors, natural 
and red. 
be Originally produced in black and 
ry brown, Neolite in its new shades is said 
oul to be ideal for sports shoes and high 
od styled dress shoes for women. Manu- Hertford, Conn.—The Conformal Shoe Shop, here, owned and operated by 
di facturers state this offers them oppor- Joseph Michaels and Maurice Michoels, his son, who was recently discharged from 
- tunity for new styling in shoes, through fhe Armed Service. 
ag use of color in soles matching or con- Joseph Michaels has been associated with the retail shoe industry for a great 
trasting with the balance of the shoe. ™@"y yeors, having merchandised and bought shoes for Saks Fifth Avenue and Saks 






Tn 34th Street in New York City, for more than 25 years. Now that his son has re- 
= | erm dhusa esa ge production i orsed from the service, be ead bis father ere plesaiag te @ chain of these 

the-tw rs, the cOMpany €X- shoe shops, selling Conformal shoes exclusively in several New England cities. In 
pects to make it available in any color g¢dition to this store In Hertford, they have selected additiono! storea, in other 
or shade desired within a short time. cities and have made arrangements for the opening of them shortly. 
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an Sales Force Changes 
at La Marquise 


New YorkK—The announcement that 
Fo Q. B. Heaton will represent LaMar- 
; guise Footwear, Inc., in the Southwest 
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The C. A. Haines 
Health Shoe 


for children have for 

years been making friends with 
consumers. Mothers know that 
their @ children’s feet are 
safe im shoes bearing this 
familiar brand which are 
nationally advertised, for 
they are Dusit to « stend- 


Another 


“INDOR-EES” 
California Process 
Leather Sole 


Embroidered Mule 
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ard, correctly designed and ® 
carefully meade with the 
best possible matertals. ’ 
We refuse to lessen the V4 
lity of C. A. Haines 
©. B. HEATON Sis eae aan 
more of them 
and Jack Newcomb in the Far West | | Because of the shortage of man powe: 
where he will be in charge of the Los oe RR 
Angeles office of the company, has been ever, we are servicing all on a fair qo 
announced by. Harold Gessner, Vice ce > Seek ae ae : 
50 President. wi 
. n le look forward and are pre- 
$ oe. Mr. Heaton leaves Marshall Field & | | paring for the Hine whee we ; 
. Co. of Chicago after nineteen years in | | %™ satisfy the dema 
2% 10 Net 30 ; Peasay ! ri 
+ .0.b Chiease various capacities in the shoe depart- ich retnie ep ste 
COLORS: Red, Royal Blue ments of the store. For the past five te $4.00. a 
ae Sa eae and one-half years, he has been buyer | 
izes: 4to9 . * , Crushed 
Peched 33 pr. te case Gworted ‘slees, and merchandiser of the children’s, Goatskia 
Minimum orders 18 pr. per color. growing girls’ and boys’ shoe depart- SUPERIOR SHOE CO., Mfrs. 
Immediate Delivery ments. Mr. Heaton takes over his new 508 S. Peoria St. Chicage 


Our Distributors 
American Shee Ce, 8. Freiburger & Gre. Se., 
251 W. Jeffersee St, 119-121 E. Columbia St, 
Detroit Fort Wayne, Indiens 
Jayson Shoe Co. . . . Los Angeles, Cal. 


— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 Se. Wells St., Chicago 6, Ill. 


WILLIAM COHAN CO. penn ee ne: *: . 
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| CHILDREN'S SLIPPERS 
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SHEARLING BOOTEE 
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CHILDREN’S ALL-SHEARLING 
BOOTEE 


Non-Rationed 
In Stock 
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Style 

#521 JACK NEWCOMB | ss 

CHILDREN’S SHEARLING SLIPPERS & ><. 

Mr. Newcomb has represented La- | READY FOR IMMEDIATE DELIVERY § % 

Marquise Footwear, Inc., in Indiana c We 

$9.25 for the past. five years. His previous ae Whale ten Or un 

per pair experience includes a period as head of «+» Sizes $10 WW sete” $1.25 Net Sh 

in ; RED, BLUE, GREEN, the shoe department in the William S. abutinie Red, for 

ead N Block Co. in Indianapolis. SG Fasbuitiiaed Menwel . . . Stew Tt te 2 hit 

Split Leather Sole with Platform and pera ae tes ty shi 

size ¢ ty yy Oe avao-AneinRea all 

“Hf te 8 Net 30 days, F.0.B., L. 1. . B ds fies 

J. BENENFELD & CO. Buy Victory on GROVES SHOE COMPANT § q, 
BAY $HORE, LONG ISLAND, WM. Y. 311 W. Monroe St. - Chicago 6, lilinel 

















Boot and Shoe Record? 





Minimum Orders 18 Pairs 


and all other shows. 
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Rime Ballina 


-BALLET CASUALS () 


**VOCUE,’ 
here are true ballet slip. 
pers in design, with « pat- 
ented spenge cushion, wedge 
Nylen-sewed, 
















YORK 13, N. Y. 

















Boston, Mass.—All important shoe 
companies in New England, as well as 
leaders in the allied trades, are ex- 
pected to exhibit their postwar lines in 

during Victory Shoe Market 

Week, to be held here November 5 to 9 
under the auspices of the New England 
Shoe and Leather Association. Plans 
for this event, worked out by a hard- 
™ hitting committee under the chairman- 
ship of T. Kenyon Holly, provide that 
all shoe companies with city sales of- 
as well as shoe wholesalers, will 
show their merchandise in these offices. 


October 1, 1945 








Plans Go F ocael for Victory Market Week 





Front row (left to right), Manny Sulkis, Ben Weiner, A. W. Berkowitz, Chairman T. 

— Holly, Frank $. Shapiro and Stuart Armstrong. Back row (left to right), 

Rubin, Nathaniel Lyons, James Molloy, George A. Dempsey, Robert H. 
Adams, Jack Sandier and Maxwell Field. 


Other companies will be assigned dis- 
play rooms at one of several Boston 
hotels. Headquarters will be at the 
Hotel Statler. 

New shoe styles, new leather colors, 
new fabric features, synthetic soles of 
several types, ornaments, heels and ad- 
vancements made in shoe machinery 
will be on display at this showing, it 
is announced by Mr. Holly. In general 
charge will be Maxwell Field, executive 
vice-president of NESLA. 

Members of the committee, in addi- 
tion to Chairman Holly, are: 





» mon - rati 
First playshoes te be made 
in chamois. They're wash- 


PRIMA 





A. W. Berkowitz, George Dempsey, 
Robert Adams, Jack Sandler;"Myer 
Saxe, Frank Shapiro, Roy T. Johanson, 
John Rines, Mark Edison, Ben Stone, 
Ben Weiner, Nat Lyons, Joe Rubin, 
James Molloy, Manny Sulkis, Louis 
Hartman, Henry Stillman, Arthur 
Rubin, Murray Bernstein, A. S. Burg, 
William E. Doyle, Stuart Armstrong, 
Robert Goldstein, Daniel Danahy, and 
S. L. Slosberg. 


Pennsylvania Association 
Plans Banquet 


Mount Joy, Pa.—The Fall banquet 
of the Central Pennsylvania Shoe and 
Leather Association will be held kt the 
Penn Harris Hotel in Harrisburg, Pa., 
on October 19, it is announced here by 
the association president, Grant D. 
Gerberich, 

Mr. Gerberich has chosen as the 
speaker of the evening C. William Dun- 
can, for many years an interviewer- 
columnist on the staff of the Philadel- 
phia Evening Public Ledger and now 
on the staff of the Philadelphia /n- 
quirer. Mr. Duncan served in the Navy 
during the first World War and, dur- 
ing this war, has been a lieutenant 
commander in the Production Division 
of the Bureau of Aeronautics. 

In charge of all other arrangements, 
Mr. Gerberich has put a committee 
under the co-chairmanship of L. E. 
Beaudin and A. A. Burnett. 
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SHOE ACCESSORIES 





The “VALET” Shine Kit 


A “Natural” for extra sales, 
at a new low price 


An outstanding seller 
In high grade stores 


Complete with all necessary accesso- 
ries, contained in this handsome, 
sturdy, quality *p-wees utility cabinet. 
Price $3.60 ea. in lots of 12 or more. 
Smalier quantities $3.85 ea. 


A Great Gift Item 
Early Orders = Early Delivery 
Manufactured by 
STERLING WORTH, INC. 
6736 Chappel Ave, Chicago 49, [it 











LADIES’ BOOTS 


~~ —“™ 





Dates to Remember 


Shoe Manufacturers’ Spring te 
Hotel New Yorker, New 


York City. 
October 7, 8; 9, 10, 11, 1945 
St. Louis Shoe Manufacturers’ As- 
sociation, St. Louis, Mo, 
Week of October 14, 1945 
Shoe Show, Southeastern Shoe 


Travelers’ 

mont, Ansley and Henry Grady 
Hotel, Atlanta, Ga. 
October 


Spring Showings, Guild of 
Shoe Manufacturers, New York. 
Week of November 5, 1945 
Victory Shoe Market Week, New 
England Shoe and Leather Asso- 
ciation, Boston, Mass. 
November 5, 6, 7, 8, 9, 1945 
Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers’ Association, Wil- 
liam Penn Hotel, Pittsburgh, Pa. 
November 11, 12, 13, 1945 
a etme « Shoe i eh a — 
Adolphus a aker 
reg Dallas, Tex. 
November 12, 13, 14, 15, 1945 
Shoe Travelers, Plank- 
inton Hotel, Milwaukee, Wis. 
November 18, 19, 20, 1945 
Middle Atlantic Shoe Retailers’ As- 
sociation, Philadelphia, Pa. 
January 19, 20, 21, 22, 1946 
Shoe Show, Tri-State Shoe T: 
ers’ Association, Hotel Statler, 
Buffalo, N. Y. January 20, 21, 1946 


New Shoe Factory Opened 


BLACKSHEAR, GA.—A new industry 
for Blackshear is the Pierce Shoe Manu- 
facturing Company, makers of shoes for 
children, a firm that started operations 
this Summer. The company is now pro- 
ducing 10,000 pairs each month and 
plans to double that output when ma- 
chinery, materials and labor are avail- 
able. §. Spatola is general manager. 





Patterson Appointed 
NSMA Economist 


[CONTINUED FROM PAGE 83] 


nell University where he also taught 
economics from 1926 to 1929. His teach- 
ing career also encompassed periods of 
time at the Washington Square College 
of New York University and the Uni- 
versity of California. He has also 
served as Dean of the Men’s College of 
Middlebury College, Middlebury, Ver- 
mont. 

Mr. Patterson is eolmuther with Paul 
M. O’Leary of book entitled “An Intro- 
duction to Money, Banking and Corpo- 
rations,” published in 1937 by Macmil- 
lan Company. 
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FOR LEISURE AND 
- EVENING WEAR 


STYLE 20m 
RED FAILLE 


STYLE 2029 
BLACK FAILLE 


NOT 
RATIONED 


jama or 
sandal “i, “Seeutl ut faitle to flatter a lovely 
ankle. Comfortable clastic heel gore with leather 


36 pair cases sizes 4/8 Inc. Ye sizes. 
Price 2.35 net 30 days immediate delivery. 


A. L. O’SHEA 


212 Essex St., Boston, Mass. 
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BOOTS 
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Best Grade 
LADIES' pa BOOTS 
Non-Rationed 


Rate: or sROW 
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coliicn SHOE COMPANY 


287 BROADWAY NEW YORK Cll 





Buy Victory Bonds 
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@ Unbreakable 


@ Permanent Finish 





STUDENT DANCE SHOES 
Puma 


Perfection in dance shoes. Product 


@ Pleasant to Touch 
e Lustrous Colors 


e Uniform Shape 
@ Low Cost 


These 


glove elk in fawn, black, white 
in bi 





Classic Ballet Pumps. Smooth kidskin, black or white 


Practice pump 


Over the 


improvements 
Fine Original Assure: 


QUICK SALES! 


Asides ronetion 


Order ah Wi. WaRON ST. 





from your 
Jobber. 


een fg eta re per agg 
* 


CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Lid., 69 York St., Toronto 


Sizes—6 to 13, lte9 
Packed—36 pair cases 


nr a 10 days, net 30 


CHICAGO 44, ILL. 





PRIMA 





Rationing Continuance Is Favored 





Three Out of Four Portland Oregon Merchants Believe It Might Be 
Almost Disastrous to End Restriction Before Industry 
Can Cope with Demand 


PoRTLAND, OrE.—Mr. McEwan, man- 
ager of Gallen Kamp’s Morrison street 
store in Portland, has great praise for 
manufacturers who, he says, have given 
remarkably fair treatment to retailers 
during the period of shortages. 

Concerning rationing, he would like 
to see a gradual easing off until stocks 
tan be built up to normal. If it should 
be dropped suddenly, he is afraid both 
manufacturer and retailer will be 

/eaught short, which would multiply 
problems for some time. 

” He _ seen no appreciable differ- 

in sales since V-J Day, except 

customers feel they can now afford 

we more “choosey” about what they 


_ Composition soles? Yes, they are all 

the good, he says. For he has found 

been a great help, especially for 

kids and working men—the big 

with Gallen Kamp’s. Play shoes 

are aad tour, too, he feels. They 

here the cadets left off and 
| ‘illed a great need 

If Mr. Anderson, the manager of 

the Feltman & Curme Shoe Store in 
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Portland, Oregon, had his way, ration- 
ing would be tapered off gradually, 
rather than be dropped over-night. It 
would, he thinks, work less hardship 
on everybody and would help to keep 
business stable while it adjusts to nor- 
mal conditions. And a sudden cut-off 
ef rationing could do a lot of injury 
to a lot of people. 

The Feltman store has an immense 
trade in the unrationed play shoe. 
Partly, of course, beéause of the war 
situation, and partly because Portland 
is in one of the great vacation and 
outdoor sections of the country, such 
shoes can be used to advantage a great 
part of the year. 

The Feltman & Curme people are 
also optimistic about plastics, and they 
plan soon to bring out all kinds of new 
effects in design and color, with accen® 


_on high styling. 


At the Model Boot Shop, trim Wash- 
ington street store in Portland that fea- 
tures Freeman’s men’s shoes, Mark 
Goldstein, owner, is inclined to think 
that the sooner rationing is taken off 
the better, so things can get into nor- 


mal channels again. And he would not 
afticipate any run. In fact, he thinks 
there would be a falling off of cus- 
tomers, because it is the nature of peo- 
ple to want what they can’t get. When 
the lid’s off, he thinks, their intense 
eagerness to buy will decline to their 
actual needs—which is the way it 
should be—and things will adjust 
naturally. 

O. W. Olson, assistant manager, of 
the Portland Florsheim Shoe Shop, 
does not see anything in the shoe busi- 
ness to be pessimistic about. However, 
he does feel it would be better to hold 
on to rationing a while and give every- 
body a chance to get caught up. For, 
he says, the public is unpredictable. 
To halt rationing suddenly might cause 
a run, might not. But if it should, it 
would be disastrous. Like the others, 
he has observed a trend to the better 
shoes. Men who have not had the 
chance at them before, now want the 
best money can buy. 


To Hold Sales Conference 


Sr. Louis, Mo.— Moulton-Bartley, 
Inc., will hold their semi-annual sales 
conference at headquarters October 138 
and 14. James S. Legg, sales man- 
ager, plans to conduct a style clinic for 
members of the sales force during the 
conference. He announces that the new 
Spring line of Mode Art Footwear will 
include many new lasts and patterns. 


















thheeve 
ety 


MOCCASINS 








HEAVY BROWN UPPERS $4.45 


ORTHOPEDIC RUBBER SOLES 
IN STOCK 





MEN'S SIZES 6-12 $1.45 
BOYS’ SIZES 1-5 $1.40 
RITE FOR FOLDER 

















GIRLS’ ond OTHER MOCCASINS and SLIPPERS 
CONJOR SHOE CO. 
287 BROADWAY, NEW YORK CITY 
WORK SHOES 

STEEL TOE 

SAFETY SHOES 

POPULAR PRICED 

WORK SHOES 
Carried In Stock 
GOODWILL SHOE 
COMPANY 
Holliston, Massachusetts Union Made 














WOMEN'S SLIPPERS 


WOMEN’S QUILTED RAYON 
SATIN D’ORSAY SLIPPERS 


Split Leather Sole 
$4.6 net 


F.O.B. L.1. 
Min. 18 pr. 
assorted sizes 
















Style 
# 4065-66 
Sizes 4 to 9 
Colors: WINE or ROYAL BLUE 
In Stock 
J. BENENFELD & CO. 
BAY SHORE, LONG ISLAND, N. Y. 

















Buy Victory Bonds 
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Obituaries 





|" Bradford Shinkle, Sr. 


St. Louis, Mo.—Bratford Shinkle, 
Sr., 56, retired vice-president and treas- 





| urer of the Johnson, Stephens & Shinkle | 
| Shoe Company, died recently at Barnes 


Hospital here. He had been in poor | 


health for the last seven years. He re- 
tired from the shoe company about 10 
years ago. 

Coming to St. Louis in 1918, Mr. 
Shinkle 
Roberts, Johnson and Rand Shoe Com- 
pany, now a part of Interantional Shoe 


became associated with the | 


Company, of which his father-in-law, | 
the late Jackson J. Johnson, was one of | 


| the founders. Three years later, with 


his brother-in-law, Andrew W. Johnson, | 
now a vice-president of the Interna- | 


tional Shoe Company, and Howard V. 

Stephens, he founded the Johnson, 

Stephens and Shinkle Shoe Company. 
Mr. Shinkle was born in Covington, 


| Ky. He attended Yale University where 


he played on the Eli eleven. He was a 
lover of outdoor sports, was an expert 
skeet shooter and hunter, and a lover of 
horses. 

Mr. Shinkle was widely known for his 
philanthropies. At the outbreak of 
World War II he and Mrs. Shinkle gave 
two ambulances to the British-Ameri- 
can Ambulance Corps. Their three sons 
saw service overseas in World War II. 
One son, Capt. Jackson J. Shinkle, was 
a Commando in the India-Burma thea- 
ter. Another son, Lt. Bradford Shinkle, 
Jr., served on Okinawa and the third 
son, Cpl. Andrew J. Shinkle, saw ser- 
vice in Italy. 

Besides the three sons and his widow, 
Mrs. Florence Johnson Shinkle, Mr. 
Shinkle is survived by a daughter, Miss 
Florence Shinkle. 





William H. Schroeder 


LoGANsPorT, IND.— William H. 


| Schroeder, age 75 years, proprietor of 
| a retail shoe store here since 1902, died 
| suddenly on Sept. 5 of a heart attack. 


Mr. Schroeder was a member of St. 


James Lutheran church and had been 


active in civic affairs for a number of 
years. He was a native of Huntington, 
Ind., but had spent most of his life in 


| this city. He is survived by his widow, 


| two brothers. 


a daughter, three grandchildren and 
Burial was in a local 
cemetery. 





_C. H. Fitzpatrick 


East WEYMOUTH, Mass.—Charies H. 
Fitzpatrick, 60, president of Arnold 
Bros. Last Co. of East Weymouth; died 
suddenly following a heart block at 
Weymouth Hospital. He had been suf- 
fering for a number of weeks from a 
stomach ailment. He was a past presi- 


| dent of the American Last Association 


and a prominent figure in the shoe in- 
dustry for many years. 
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SHOE STORE SUPPLIES 


St OF er, 


Give us a trial by placing your order 
with our company. Prompt Delivery 


Suggestions — CAVALIER LIQUIDS and 
CREMES, ESQUIRE, NUGGET, WHITTEMORE 
a PIERCE, MILLER, ANDERSON SHOE 
T § 


The Paterson Leather Gompeny 
374-376 Main St. Paterson 1, N. J, 
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CHILDREN’S ALL 
LEATHER SLIPPER 


Style 
#2100 
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Price: $1.45 Net 10 days, F.O.B. N.Y. 
SELBURN SHOE Co. 








153 Duane Street New York 13, N.Y. § MM. 
I 
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SIZES 3 to 8 
36 pr. to the case. Net 30 days. 
F.0.B. Minneapolis 


Order at once for 
immediate and future delievry 


MID-CONTINENT FOOTWEAR (0. 


19-21 N. 6th St., Minneapolis 3, Mins. 
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ES \ Genuine Hard Leather 
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order ) 100% Wool Upper With 
livery White Fur Collar 
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CHILDREN’S BOOTEE 
CALIFORNIA PROCESS 








Minimum ‘Order 18 Pairs 
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and all other shows. 


M. C. Van Arsdale 


PLAINFIELD, N. J.—Morris C. Van 
Arsdale, one of Plainfield’s oldest and 
most outstanding merchants, died Aug. 
27, in Muhlenberg Hospital, where he 
had been a patient for six days. Mr. 
Van Arsdale had been in the shoe busi- 
ness in this city since 1887, except for 
a short period during which he oper- 
ated a shoe store in Greenwich, Conn. 

Coming to Plainfield, 63 years ago, he 
worked first as a bookkeeper with the 
A. M. Griffin Hardware Company. In 
1887, he entered the shoe business with 
a store on W. Front St. He started 
his establishment with the late John 
H. Doane as a partner. 

In 1893, Mr. Van Arsdale sold out the 
business and for the next few years ran 
& shoe store in Greenwich, Conn. Re- 
turning to Plainfield he opened a new 
Stablishment at 127 E. Front St. in 
1897 from which he moved, in 1941, to 
137 W. Front St. 

Mr. Van Arsdale is survived by his 
widow, Minnie Elizabeth Van Arsdale; 
two sons, Arthur Crater Van Arsdale, 
Valley Rd., Watchung; and Malcolm 
Guerin Van Arsdale, Brielle; three 
@randchildren, and three great-grand- 
children. 





Michael Armstrong 


“Gloucester, Mass.—Michael Arm- 





Strong, president and treasurer of the 
‘October 1, 1945 
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No. 201-123 









ified SHEARLING 


D Oray-** 
‘3.00 


F.0O.B. PATERSON, N. J. 


Another head- 
jiner for Post- 
Miss 
America on her 


Y Pink. 
: Only. 


Less 5% 




















Leather Soles 
Colors: White, Red, Blue and 
Sizes 49. Case Lots 


SPOT DELIVERY 








BETA FOOTWEAR COMPANY 


324 MARKET STREET 


indoor and Outdoor Casuals 





Armstrong Shoe Company, Inc., shoe 
retailers, died recently at his home in 
this city, at the age of 77. He was the 
oldest active business man in Gloucester 
where he had lived for 52 years. 

He was born in Mannheim, Germany. 
Coming to this country and locating in 
this city, he established a small shoe 
business which thrived and became the 
leading shoe store in Gloucester. He 
was active in many fraternal circles, as 
well as being active in many civic en- 
terprises. 

Besides his widow, Flora A., he leaves 
three sons, Harold L., who is clerk of 
courts in this city and was connected 
in the shoe business for many years; 
Leland N., treasurer of the company; 
and Earle G.; also three daughters, 
Mrs. Marjorie P. Corbett, Mrs. Helen 
Pitts, and Mrs. Elsa M. Kersey, and 9 
grandchildren. 

Leland N. Armstrong, who has been 
associated with his father for many 
years, assumes his father’s position as 
treasurer. 


Roy R. Lambert 


Los ANGELES, CALIF.— Roy Robin 
Lambert, Western sales representative 
for the Tweedie Footwear Corporation, 
died Sept. 6 at his home at 205 South 
Doheny Drive, Los Angeles. He was 
49 years old and is survived by his 
widow, Mrs. Elaine Lambert; and his 
parents, Mr. and Mrs. John C. Lambert. 





e PATERSON, N. J 


Harry W. Kietzman 


ToPeka, KANS.—Harry W. Kietzman, 
64, who had been in the shoe business in 
Topeka, Kans., for many years, and for 
the past ten years was with the Boston 
Shoe Store, died recently in a Topeka 
hospital after a long illness. He was a 
shoe salesman. 

Surviving are two sons, John P. and 
Harry B. Kietzman, both with the 
armed forces; and a sister, Mrs. Homer 
Shelden, Kansas City, Mo. 

Funeral services were held at Pen- 
well’s Funeral Home in Topeka, and the 
body was taken to Kansas City. 





Ralph E. Costigan 


St. JosepH, Mo.—Ralph E. Costigan, 
former president of the Noyes-Norman 
Shoe Company, died recently at the age 
of 71 years. Under the will of the late 
Charles W. Noyes, Mr. Costigan was 
delegated to assume full charge of the 
building of Noyes hospital. He also was 
a trustee for the Noyes homes for chil- 
dren. 





Store Sells Out 


MANCHESTER, N. H.—Forced to va- 
cate the premises at 700 Elm Street, 
McKelvie’s Shoe Store started on Sept. 
7 to dispose of its entire stock of men’s, 
women’s and children’s shoes, as well 
as all fixtures and furnishings. 
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LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 1932... 
FROM 15 LEADING ST, LOUIS 
FACTORIES 


MEN'S - WOMEN’S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT ~* 


While in town "'C"’ Well 


M. K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 











BARIS SELLS 


BARIS SHOE CO.., Inc. 
Worth 2-5190-1 
79-81 Reade St., New York 7, N. Y. 
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DISPLAYERS 


oT Ce Co Oe er ee 


SUSPENDED ANIMATION’ 
FOR YOUR WINDOWS 


With This Graceful, Suspended 
Hexco LUCITE 
SHOE DISPLAYER 





ROER 
fopaY Price $395 ea. . . 6 for $2290 


Writa today tor details of other Hexco Lucite Displayers 
end Hecht’s Glemorous Gloss Disployer’’ circulars. 








Rappaport with Sandler 


Boston, Mass.—Jack Sandler an- 
nounces the affiliation of Jack Rappa- 
port with the Sandler Brothers Special- 


JACK RAPPAPORT 


ties Co. Mr. Rappaport will participate 
in the styling procurement and sales of 
this division of Sandler of Boston. 

Mr. Rappaport brings to his new posi- 
tion a background of 25 years of varied 
shoe experience. He comes to Sandler 
from A. S. Beck, where he was buyer of 
play shoes and slippers. Before that, 
he was buyer for several years of base- 
ment shoes in the John Shillito Co. of 
Cincinnati. 


OPA Expert to Resign Soon 


New YorkK—William H. Heilshorn, 
attached to the regional office of OPA 
as miscellaneous commodities rationing 
specialist (shoe and rubber footwear 
division) announces that he will resign 
soon from that position. 

Mr. Heilshorn has a thorough knowl- 
edge of the shoe and slipper business 
gained over a period of many years, 
during which his experience has cov- 
ered administration, accounting, credits 
and collections, personnel, production, 
materials procurement, processing, dis- 
tribution, sales and advertising with 
such well-known firms as the Jackson 
Shoe Mfg. Co., Wearever Shoe and 
Slipper Co., New York Godman Shoe 
Co., Endicott-Johnson Corporation, and 
Morse and Rogers, 

His home is at 112 West Poplar St., 
Floral Park, N. Y. 


Made General Manager 
Of Chain 

New York—Robert Green, general 
manager of the Foot Saver store in 
this city, has resigned to become gen- 
eral manager of the I. Fastenberg 
chain. He has been with Foot. Saver 
since 1943, first as buyer and manager 
of a new department and, more re- 
cently, as general manager. For ten 
years prior to that he was buyer for 
and manager of Fastenberg’s largest 
unit, to which company he now returns 
to take charge of the entire chain. 
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WOMEN'S D'ORSAY 











INDOR-EES 


WOMEN’S D’ORSAY 
Leather Sole 


aoe prone and Quarter 
with Satin Collar. 
COLORS: Royal Blue, Wine 
Sizes: 4 to 9 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 


Immediate Delivery 
WILLIAM COHAN CO. | 


— Third Floor — 
Play Shoes—House Shoes 
19 So. Wells St., Chicago 6, ill, | 











PLAID SHOE LACES 








PLAID SHOE LACES 
In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS -& COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 yor? 
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FOOT APPLIANCES 
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FOOT APPLIANCES 


own supports, write on 
iNustrated catalog. A. 
Labs., 1624 W. 7th St, Le 
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| SHEARLING BOOTEES 


Terms: Net 10 Days 
F.0.B. New York 
Minimum Orders 18 Pairs 


SAY Ff) 
} siyie No. 710 

D Sizes: 5-11. 

In-Stock 

At Once Delivery 


SAY 












_ CHILDREN’S ELECTRIFIED LEATHER 





We were unable to secure a di 
room at the Hotel New Yorker to exhibit 
our popular line of SHOE FINDINGS 
and SPECIALTIES in conjunction with 
the Shoe Manufacturers Spring Opening 
. .. October 7th to I ith, 1945. 

You are therefore cordially invited to 
visit our establishment when you are at- 
tending this Style Show. 

We look forward to seeing you. 


suena: 


TO OUR MANY. FRIENDS 





* All Leather Uppers 

* Electrified Shearling Lined 
* Colors: Red or Bluc 

* Bootee High Top 


Exhibiting at the Hotel McAlpin, October 7-11; 
and all other shows. 


Featuring: 





LYONS & COMPANY 


120 DUANE STREET 
NEW YORK 7, N. Y. 


QUALITY SHOE STORE SUPPLIES since 1900! 
KIWI SHOE POLISH 


PLASTIC SHOE HORNS — SHINE KITS — RUBBER 
SUEDE SPONGES — WIRE BRUSHES — SHOE TREES 
— CLOSET SHOE BAGS — DISPLAY SHOE FORMS — 
ARCHES, ETC.— GOLF SPIKES — PLAID SHOE LACES 














PLASTIC DISPLAY STANDS 
and many other timely novelties 


SHOE ORNAMENTS 

















CO. |f Spring Lines Presented 
show |p in St. Louis 
6, Louis, Mo.—The Vitality sales 


 §r. 

force met in St. Louis, Sept. 17 to re- 
ceive the new lines for the Spring sea- 
son. The shoes were displayed to the 
Salesmen and to a gathering of mer- 
chants in the company’s assembly room, 


and a most enthusiastic response was 

given the presentation. Many innova- 

C E$)f tions and a number of new lasts were 
coal noted. 

DAY __In view of the fact that production is 

iY | oh problem, all salesmen agreed that 

fairest way is to be realistic and not 


‘to oversell indicated production figures. 
From all sides also came approval of 
_ | the policy of the company in maintain- 
~~~ i ing high standards of quality in the 
ES ace of trying conditions. 
Ina subsequent meeting, the Vitality 
é ing plans for the new year were 
: nted by A. L. Johnson, advertising 
jy ™ r, and Henri, Hurst and Mc- 
agency executives. National 
for the coming season in- 
udes schedules in Ladies Home Jour- 
al, Life, Good Housekeeping, Made- 
| Mewelle, Vogue and Harper's Bazaar. 
~® Charles E. Goodrich, Vitality stylist, 
=§ Was in charge of the meeting on Sept. 
| i® +4 and C. L. Hein, general manager of 
'} the Vitality branch, held group and in- 
|= @¥idual meetings with all the salesmen 









Clarence R. Heyde Joins 
Recorder Staff 

New York—Clarence R. Heyde, well 
known in the shoe, leather and allied 
industries in Philadelphia and vicinity, 
has joined the staff of Boor AND SHOE 





CLARENCE R. HEYDE 


RECORDER as advertising salesman cov- 
ering the states of Pennsylvania, Dela- 
ware, Maryland, Virginia, West Vir- 
ginia, North and South Carolina, 
Georgia and Florida. His appointment 
became effective Oct. 1. 

Until his resignation to enter war 
work about eighteen months ago, Mr. 


Heyde had been for nearly fourteen 
years manager of the New York office 
of the Shoe Trades Publishing Co. Prior 
to that he had sold advertising for the 
magazine Hide and Leather in Philadel- 
phia; and for Smart Shoes in the New 
England territory. He has also had ex- 
perience in the leather business which 
he entered after graduating from the 
West Philadelphia High School in 1922 
and completing a course in advanced 
business training at Perkiomen Pre- 
paratory School. 

Active in trade association work, Mr. 
Heyde is secretary of the Philadelphia 
Shoe and Leather Golf Association; and 
has been director of the Allied Shoe 
Products and Style Exhibits held in 
New York City. 


New Juvenile Shoe 


Departments 

MANCHESTER, N. H.—A new juvenile 
shoe department has been opened at 
the Fair Children’s Shop here. Every 
boy and girl attending the grand open- 
ing received a free souvenir, and each 
purchaser was given a game. 

Shoes are also featured in a new 
boys’ and young men’s department 
which was opened on the same day at 
Lynch’s. This opening was featured 
by a radio program broadcast directly 
from the store. 
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GIRLS’ MOCCASINS 





tn Stock 


287 Broedway 








GIRLS’ BROWN ELK 
CAMP MOCCASINS 
Brown No-Mark Soles 


At Once Delivery 





$1.65 Sizes 4 to 9 


Write for Folder 
CONJOR SHOE COMPANY 


New York 7, N. Y. 











For SP er 


SHOE HORNS 








Introducing the New 


“Flexa-Form” plastic Shoe Horn 


with Handy non-slip 


Flexible — Durable — Distinctive 
Beautiful rich pastel colors . . . packed 3 
dozen ns in attractive display carton. 


Made with improved reinfor 


ced rim... 


Seder i Gray prelieats st. tem to: 


Try local jobber first—sold by most de- 
pusletie jobbers. if he is unable to supply 
sen hag your order direct to address below. 

. Suggested 


1.50 dozen 
retail Baciers price: $150 , Ht . 


Minimum orders: 
Terms: 2% 10 the 


TSonen Postage paid. 


» net 30. 
Se ceeee? ene: Ceaeateny: See 


details 


Crystal-Tex Company 
874 S. ve Avenue 


Pasadena Calif. 
RET...» ght Th» 7 

















FOOT BATHS 











Sell Your Customers 























Making Rubber Comfort Sole 


SAN CLEMENTE, CALIF.—Reeves Rub- 
ber, Ltd., organized by Dr. R. Reeves 
to manufacture the Reeves Air-Wedge 













R. B. STRINGFIELD 


sole, is embarking on its fourth year as 
a corporate entity. The factory, estab- 
lished here in 1941, is busy. 

Associated with Dr. Reeves are R. B. 
Stringfield as Technical Director and 
Chairman of the Board; and Fred W. 
Woerner, Chief Chemist. Mr. String- 
field, prior to joining Reeves Rubber, 
had had thirty years of chemical engi- 
neering experience, during twenty-five 
of which he was in close contact with 
the rubber industry. He is a graduate in 
chemistry of the University of Southern 





FRED W. WOERNER 


California and, in chemical engineer- 
ing, of the Massachusetts Institute of 
Technology. Mr. Woerner is a graduate 
in chemistry from both Baker Univer- 
sity and the University of Southern 
California, and is widely known in the 
rubber industry, having spent sixteen 
years with the Goodyear Tire & Rubber 
Go. and the C, P. Hall Co., before join- 
ing Reeves Rubber. 

The patented sole, designed to sup- 
port the bones of the foot and to exer- 
cise the muscles of the longitudinal 
arch, is made of a synthetic rubber 
A by Dr. Reeves and his asso- 
ciates. 
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CHILDREN'S SLIPPERS 
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F.O.B, L.1. 










CHILDREN'S BENGALINE 
SLIPPERS 











Split Leather Sole 


Colors: Red with blue trim 
Blue with Red trim 


Sizes: 6-11 and 12-3 
In Stock 


J. BENENFELD & CO. 


BAY SHORE, LONG ISLAND, N. Y. 



















ee Oe Oe Oe ee Oe 


MOCCASINS 
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PLUMP LEATHER UPPERS 
SEWED COLLARS 


ORTHOPEDIC RUBBER SOLES 
in STOC 





Ne. 614g 


MEN’S SIZES 6% - 12 
BOYS’ SIZES 1-@ $1.70 
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National Shoe Fair . 
Out This Season 


New York—Despite the fact that the 
ODT ban on convention travel and 
trade shows has been lifted, there ap- 
pears to be little likelihood that a Na- 
tional Shoe Fair will be held this sea- 
son or in time for any advance showing 

ring styles similar to the fairs tra- 
ditionally held in Chicago in November 
or immediately following New Year’s. 

The former ODT ban on conventions 
and trade shows was responsible for the 
decision made several months ago to 
pass up the November showing which 
would ordinarily be held under the joint 
auspices of National Shoe Retailers 
Association and the National Shoe Man- 
afacturers Association. When the ban 
was lifted it was too late to alter that 
decision and prepare for a November 
show. 

There was considerable talk of the 
possibility of a show being held early 
in January, which up to a few years 
+ A ago was the customary time for holding 
| the National Shoe Fair. It is under- 
stood that some moves were made to 
; explore the feasibility of such a project, 
rm but the Chicago hotel situation did not 
appear to be favorable for a show at 
that time and many shoe manufacturers 
felt they would be sold up to capacity in 
January, so far as Spring shoes were 
concerned. 


Changes in Kinney f 
Merchandising Staff 

New York—lIn accordance with a 
few policy for greater efficiency of the 
G. R. Kinney Co., Inc. C. 0. Anderson, 
Vice-president and general merchandise 
Manager, has announced the following 
promotions within and addition to its 
merchandising staff: 

H. J. Wood has been promoted to 
buying and merchandise consultant and 
director of trade relations. He is vice- 
president and director of the company 
LUE, and has been associated in Kinney buy- 
ing and merchandising for 32 years. L. 
W. Dierolf, Western divisional sales 
-~- | manager, has been promoted to general 
sales manager. He has been in the sales 
department since 1917 and has held 
every sales position in the company. 

J. B. Stuart has been promoted to 
RS Western divisional sales manager, with 
. headquarters in St. Louis, Mo. He will 

Supervise all merchandising activities 

ES of the 162 stores in the Western divi- 
sion. He has been in the sales depart- 

Ment of the firm since 1927. E. L. 

Giess has been appointed buyer of 

15 women’s novelties, casuals and play 
. types. Associated with Mr. Guess will 
be L. Wood, who: will concentrate and 

Specialize in the buying of high styles 

and novelties. 

A new buying and merchandising de- 

_ | partment has been created for juvenile 
arg id teen age shoes. It will be headed 
by Ted Hirtz, formerly stylist ad mer- 


corde October |, 1945: 
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Youthful, Gay and Glamorous 
LUXUR-EEZ 


THE NEW HARD SOLE SCUFF— 
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The Outstanding 
Slipper of the 
Season 
South American Lamb 
with Brushed Rayon / 
and Cotton Lining jf 


ee NON-TAXABLE 


Pa 


299 Wallabout St. 


sss ooo”, 


COLORS: RED, ROYAL BLUE, LIGHT BLUE, PINK 
SIZES: 4 to 9 Whole Sizes—DELIVERY: 
36 pr. to a case—Orders for 2 colors to a case accepted 


PRICE: $3.35—5°,—10 days. 


LUXUR-EEZ FOOTWEAR INC. 





2 to 3 weeks 


Aaa aaa ana DBR RBRRRRRR BRR RR RR mR mRRRRRRRo nee ene nen nn nnn ne oul 


Brooklyn. N. Y. 














chandising manager of Peters chil- 
dren’s line at International Shoe Com- 
pany. Mr. Hirtz will be assisted by D. 





B. Rasmussen, who will specialize in the 
buying of popular-priced shoes in this 
new department. 





Autumn Window in Philadelphia Shoe Store 





.—This Autumn display was installed for the 
on Chestnut Street, here. Notice how the sheaves of w 
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CHILDREN'S SLIPPERS 








CHILDREN’S SHEARLING BOOTEES 
Non-Rationed 


Fine quailty, all 
natural sheep’s 
wool lined 
through- 

out for com- 

fort and 

warmth. 


AT ONCE 
DELIVERY 


STYLE 
#510 Red 
#511 Brown 


- Sizes, 512. Whole sizes only. 


3-pair cases. 
Price, $1.65, net 30 days, f.0.b. Boston 


A. L. O°’SHEA 
212 Essex St. Boston, Mass. 











SLIPPERS 








Anoiher 


‘“‘INDOR-EES”’ 
California Process — 
Leather Sole 
Embroidered Slippers 
$5368 


$9. 
mena 


COLORS: Red, Royal Blue 
Light Blue, Black 
Sizes: 4 to 9 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 





Slippers—Sport 
19 So. Wells St., Chicago 6. Il. 





Goldberg Named 
Beck Vice-President 


New York—Milton Goldberg has 
been elected a vice-president of A. S. 
Beck Shoe Corporation, it has been an- 


MILTON GOLDBERG 


nounced by B. Daniels, president. Mr. 
Goldberg, who will assume his new post 
on Oct. 1, will be in charge of mer- 
chandising. 

Until recently, Mr. Goldberg was mer- 
chandiser of a group of departments for 
the Lane Bryant Company. Previously, 
he was connected for thirteen years 
with R. H. Macy, where he was a buyer 
of women’s better shoes and later in 
charge of all women’s shoe departments. 
Mr. Goldberg received his Master of 
Business Administration degree at Har- 
vard University. 


Former Lynn Shoe Man 
Visits Old Home 


LYNN, Mass.—John H. Harriss, in 
charge of the New York office of Greg- 
ory & Read, Lynn shoe manufacturers, 
vntil 1938 when he went to England 
and joined the staff of Lotus, Ltd., is 
visiting his old home in Lynnfield, Mass. 

During the war he became agent of 
the U. S. government for special work 
in footwear. He was in Paris when the 
war ended. When he got into Germany, 
he found civilians well shod, though the 
country was beginning to run short of 
leather, and was cutting down on mili- 
tary requirements, especially on big 
boots for officers. Earlier, he was in 
England when the bombs came down. 

Mrs. Harriss was in Red Cross work 
in England. Their son John, first with 
the Royal Air Force and then with the 


with the Marines in the Pacific. 
Mr. and Mrs. Harriss, and their 


younger children, expect to return to 
England. 








SHOE INSERTS 








Self Conforming 
Correct SHOE INSERTS 


Sold exclusively by shoe 
merchants in shoe stores. 


WALK-ON-AIRE cv. s. rat. & Trade mart) 


Retalis at 754 a pair 

100% Mark-Up on Cost 
NORMAL feet are never perfect mate, 
Shoes are. Our Inserts aid better fitting 
and give the feet cushioned comfort. To 
show them is to sel] this profitable item. 


Write us for name of cur euther- 
ised distributer in your territery. 


The “WALK-ON-AIRE” Line: 
Moel Prds—Spring Strides, Metatarsal Pads — 
Feet Cradies, Arch Supporte—Foet Rests, fr 
Werk Shoes—Break-in-Soles, for New Shoes. 


WALKONAIR CORP. 
(factory) KNOX, IND. 








MEN'S SHOES 


jf THEYHAD \ 
TO BE GOOD T0 BE 
LEADERS FOR 


68 Years! 




















Buy Victory Bonds} 
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Two Types of Boots 
y ‘ASHINGTON. — A white felt boot, 
i on the same lines as the stand- 


Sj combat service boot, has been de- 
veloped by the Quartermaster Corps to 


The new white felt Arctic boot which Is 
impermeable fo wiad. 


military requirements for foot- 
needed in sub-zero temperatures 

in dry cold conditions, the War 

rtment has announced. The boot 

in its entire construction with 

tion of a leather insole and a 

heel. The felt, which is white 
camouflage in snow, has high in- 
sulating qualities and is long wearing. 


-§ The boot provides the proper foot sup- 


ohew is permeable to body moisture 





appears as a matter of record only and is under no circumstances to be 
ing of these securities for sale, or as a solicitation of an offer 
such securities. The offering is made only by the Prospectus. 


A. S. Beck Shoe Corporation 


39,046 Shares 
434% Cumulative Preferred Stock 


Par Value $100 Per Share 


Price $100 Per Share 
(plus accrued dividends from September 1, 1945 to date of delivery) 


20,129 Shares Common Stock 


Par Value $1.00 Per Share 
Price $17.75 Per Share 


ies of the Prospectus be obtained 5: State such of the several Underwriters, 
= ee ae Dns ahead ee 


LEHMAN BROTHERS WERTHEIM & CO. 


September 12, 1945. 
——____—___________________ = 





ut relatively impermeable to wind. 
t 








THE SOUTHWESTERN SHOE 
TRAVELERS ASSOCIATION 


ANNOUNCE 
V...—THE VICTORY SHOE SHOW —...V 


ADOLPHUS AND BAKER HOTELS 


DALLAS, 


NOVEMBER 12, 13, 14 and 15 


Notice to Advertisers reserving space for 


BUYER’S GUIDE AND DIRECTORY 
“Dead line for copy,” October 10. 


Hip-length wader boot, made to fit over 
service shoes or combat boots. 


An improved all-rubber wader boot 
has also been developed by the Quar- 
termaster Corps and is now in produc- 
tion.. It is an improvement on the 
former model, brought out early this 
year. 

The improved boot is made over the 
‘last used for the standard Arctic over- 
shoe and fits, size for size, over service 
shoes and/or combat boots. The leg 
extends to the hip and is suspended 
from the wearer’s belt by an adjustable 
strap fastened to the top of the boot. 
Three buckles close the boot up to the 
middle of the calf, and a strap and 
buckle are provided just below the 
knee. 


TEXAS 
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WOMEN'S D'ORSAY 














INDOR-EES 
Women's Leather Sole 


CORDUROY D'ORSAY 






$4.45 
my eae” 
COLORS: Red, Royal Blue 


Sizes: 4 to 9 


Packed 36 pr. te cass, asserted sizes. 
Minimum orders (8 pr. per eoler. 


Immediate Delivery 
WILLIAM COHAN CO. 


— Third Floor — : 
Play Shoes—House Slippers—Svort Shoes 


19 So. Wells St., Chicago 6, Ill. 
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SHOE ORNAMENTS 


» SHOE BEAUTIFIERS 









DANIELS 


DANIELS SCOOPS THE 
FIELD AGAIN! 


SPARKLING GENIUS 


Biack, Brown and Blue Suede Studded with Colorful 
Sequins and Beads. Specify Colors Desired When 


$2.50 PER PAIR 
No Less Than 6 Prs. Orders Accepted. 


BUY FAST—LIMITED QUANTITIES ON HAND! 


DANIELS MANUFACTURING CO. 
8520 - 20th Avenue, Brooklyn 14, N. Y. 




















Buy Victory Bonds 





About Shoe People 


Samuel Mitchell announced recently 
his resignation as retai] and national 
advertising director of I. Miller and 
Sons, effective October 1. Mr. Mitchell, 
formerly president of Sullivan Mitchell 
Advertising Agency, re-enters the 
agency field by establishing his own 
firm, the Dana-Mitchell Advertising 
Agency at 229 West 42nd St., New 
York. Norman S. Gilbert, formerly 
First Lieutenant, U. S. Army Air 
Forces Public Relations, will be Public 
Relations Counsel to the new company. 

” * * 


Miss Verne Clarke has been appoint- 
ed by Virgil Lipscomb, president of 
Town and Country Shoes, St. Louis, to 
supervise the company’s national adver- 
tising and promotion. Formerly with 
I, Miller, Miss Clarke comes to Town 
and Country well qualified to handle 
also the styling and co-ordination of ac- 
cessories for the company. 

Mr. Lipscomb has announced also the 
opening of a second factory in Warrens- 
burg, Missouri, to take care of the com- 
pany’s post-war output. 

ol . ~ 


Raylass Department Stores, Inc., an- 
nounces the resignation of David Fel- 
ser for three years buyer of men’s, 
women’s and children’s footwear. Mr. 
Felser wil] direct the Pilot Shoe Com- 
pany of Baltimore, Maryland, a whole- 
sale house specializing in men’s and 
boys’ footwear. 





Edwin O. Anderson will cover the 
Metropolitan Philadelphia and New Jer- 
sey territory for Weyenberg Shoe Mfg. 
Co., of Milwaukee, beginning with the 
Fall trip showing Spring samples. His 
background of selling includes Dunham 
Bros. of Brattleboro, Vt., and the Pilot 
Shoe Co. of Baltimore, Md. 

* = + 

Ted Hirtz, merchandise manager of 
the Peters branch of International] Shoe 
Company, in charge of juvenile foot- 
wear, has resigned to join the G. R. 
Kinney Company of New York, opera- 
tor of 330 retail] shoe stores. He will 
be in charge of Kinney’s buying, pro- 
moting and merchandising of juvenile 
and growing girls’ sports shoes. Mr. 
Hirtz was with Peters for 25 years and 
has been succeeded by Herman Heberer, 
his former assistant. 

* *” * 


Ten salesmen have been added to the 
sales force of the West Coast Leather 
& Slipper Co., Los Angeles, giving the 
manufacturers of this high-grade line 
of shearling slippers, complete nation- 
wide coverage, according to Henry 
Podos, proprietor. Trade name of the 
product, “Lamb-Ettes of California,” 
has been registered. Factory and sales- 
rooms are at 1206 Venice Boulevard. 

+ - * 


Robert O. Monnig, comptroller of the 
International Shoe Company, has been 
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& 
MEN’S and WOMEN’S 
ALL SHEARLING BOOTEE 


NON-RATIONED 


Natural sheep's weal 
ined throughout for 









for extra 
wear 


DELIVERY 
AT ONCE 


STYLE 
2500! Men's 
Brown 


#2040 Women's Red 
#2041 Women's Blue 
Men's sizes, 6-12. Whole sizes only 
Women's sizes, 4-9. Whole sizes enly 
Price: Men's, $2.00; net 30 days, f.0.b. Boston 
Price: Women's, $1.90; net 30 days, f.0.b. Bester 


A. L. O°’SHEA 
212 Essex St., Boston, Mass. : 


36 PAIR 
CASES 














Womens 


BLUE FELT 





76 READE ST.NYC 





BLAIR « ROSS inc 





ee er er ee 


MEN'S CASUALS 


or er ere 


KNOCKABOUT 


MOCCASINS 
Waterproof Elk Uppers 


$2 65 


























Casual Type Moccasin. No-mark Sole 
Men's sizes 6 to 12 
ater as above $2.46 
Write jor folder Moccasin and Bowling Shot 
CONJOR SHOE CO. 
287 BROADWAY NEW YORK CiT! 
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~SHOK SETTEE 
| MADE IN SECTIONS © 


Our furniture is specially built for 
store use. Style and construction 
our keystone. A large selection 
of chairs for various types of 
stores : family, salon, childrens, 
and shoe departments. 
SHOWROOIN) ANG FACTORY— 


J.G. FURNITURE COMPANY 
Q 318 East 32nd Street - New York 16,N-Y. © 


~Sanv-4 f 











PRIMAA-TIVES 


--- Ballet Casuals 


First playshoe to be made of genuine chamois. 
High fashion, featured in “VOGUE.” All leather, 
non-rationed. Handmade, nylon-sewed. Avail- 
able in black and pastel red, blue, green, gold 
and beige. They’re washable! 

Price —81.50 

Size——Medium width, full sizes 1 to 9 

Packed—36 pair cases 

Terme——2% 10 days, net 30 


PRIMA 





elected first vice-president of the St. 
Louis Control of the Controllers Insti- 
tute of America. At the annual meet- 
ing of the Institute’s Boston Control, 
Vietor A. Davis, general manager and 
treasurer of the Graton & Knight Com- 
pany, Worcester, Mass., was re-elected 
a director. 
* * . 

Peter Kromann, controller of Hol- 
land-Racine Shoes, Inc., Holland, has 
been chosen a director of the Western 
Michigan Control. Raymond A. Laub, 
partner in George Laub’s Sons, is a new 
member of the board of directors of the 
Buffalo Control of the national organi- 
zation. 

* * - 

“Lou” Hart, veteran shoe traveler and 
a member of the staff of D. Armstrong 
& Co., Rochester, N. Y., is reported re- 
covering from a recent illness. He is 
convalescing at Scarsdale Lodge, School 
Lane, Scarsdale, N. Y. 

+ * - 


Milda Keil, an employee in Lloyds 
Shoe Store, Great Bend, Kansas, re- 
cently became the bride of Herbert W. 

. who was discharged from the 
Service after serving 18 months in the 
He was formerly stationed at 
the Great Bend Air Field. 
* * . 5 


Henry Winer is new manager of 


Baker’s Store in Wichita, Kan., suc-' 


ceeding W. L. Edson, who has been pro- 
moted to manager of one of the firm’s 
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Recommended for Medal 


Haverhill, Mass.—Recommendation for 
the award of the Bronze Star Medal has 
been made on behalf of CWO Lioyd G. 
Greenwald, son of Louis Greenwald of 
the Hartman Shoe Co., here. The recom- 

mn was made for “meritorious 

service in connection with military oper- 
ations against the enemy in France and 
Germany.” CWO Greenwald worked his 
up from the ranks, and is described 
officer as o “bulwark 


fp hems yee oe 
Wy land os uae. and ex- 

counsel on morale p of the 
men.” 


stores in Los Angeles, Calif. Mr. Ed- 

son had been in Wichita five years. Mr. 

Winer, who was in the armed service 

two years, formerly managed a company 

store at Lansing, Mich. 
. . . 

Sergt. Christos H. Karaberis, son of 
Arthur Karaberis, proprietor of the In- 
ternational Cobbler Shop, at 56 Massa- 
besic street, Manchester, N. H., has 
been awarded the Congressional Medal 
of Honor for conspicuous gallantry in 
action in Italy. He is the first man in 
history from Manchester to win the na- 
tion’s highest decoration. The 31l-year- 
old soldier also holds the European the- 
ater of operations ribbon with three 
battle stars, the Purple Heart, Combat 
Infantryman’s Badge and Good Conduct 
Medal. President Truman presented the 
Congressional Meda] to the hero on 
Sept. 12 at the White House. 

7 7 . 


Joseph Lustig, president of the Lus- 
tig Shoe Co., Youngstown, observed his 
86th birthday on Aug. 15 when his fam- 
ily honored him with a birthday dinner 
in the Ohio Hotel. Lustig well recalls 
the day he stepped from a gangplank 
to the shores of America after a voyage 
from Austria-Hungary. He sold papers 
and worked at dozens of odd jobs until 
he came to Youngstown. Here he fol- 
lowed the familiar pattern of hard work 
and business enterprise, until his shoe 
store became among the best-known in 
northeastern Ohio. 


9 
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Marietta, Ohio 


Foot Exerciser 


Per Dozen 


2% 10 days 
F.0.8. Marietta 


Seld Direct Only 


FOOT CHOICE SHOES INC. 


$12.00 
$2.00 


Retail 





| ATLANTA 





Your customers will 





37 West 20th Street bd 


“MILES JUST SMILE” 


say after you 
fitted them with a pair of ADJUST WELL 
ARCHES. These arches are spe- 
cially made for those people who 
are on their feet the greater part 


comfort. service and 
wear. 


Write for Illustrated Catalogue and Information 
SCHUR-FIT Manufacturing Co. Inc. 


GEORGIA 


have 


the arch that gives 








New York, N. Y. 


ATTENTION— 


SOUTHEASTERN SHOE DEALERS 


Advanced Spring Showing of 


SOUTHEASTERN SHOE TRAVELERS, INC. 


ATLANTA, GEORGIA 


ANSLEY, ATLANTAN, HENRY GRADY 
AND PIEDMONT HOTELS 
“Tomorrow's Fashions Today” — 200 Outstanding Lines 
WATCH FOR BOOKLET LISTING LINES AND SALESMEN 


(if you have not obtained 
Secretary 


hotel reservations write E. M. Cousins, Executive 
. Henry Grady Hetel, Atianta, Georgia.) 








Shoe Store Team Wins City Championship 


O.—Lustig's Shoes, a class AA sandiot baseball team spensored by 


the city championship and at present are the repre- 


Youngstown in the National Amateur Baseball Federation 


tournament resented 
Alabama, New York, Ohio, Michigan, Indiana, Pennsylvania and 


Shoes team, which, durin 
Kansas City Monarchs, the New 


is city. Sixteen teams are rep 


|, with teams from 
Illinois competing 


the current season, faced such teams as 
ork Black Yankees, the Homestead Grays, 


General Hospital, and the Cleveland Rosenblums, as well as local league 
. have wins in the tournament over the Springfield, Massachusetts, as 


es the Pittsburgh, Pennsylvania, entry. 





Shoe Company Outlines 
Expansion Plans 


NewmMakkET, N. H.—Highlighting the 
postwar expansion program of the Sam. 
Smith Shoe Company, makers of Little 


Yankee Shoes, is the announcement that 
at least 300 new employees will be hired 
at the factory here. This will bring 
the total number of Smith employes to 
500, with an expected increase to 700 
in the not too distant future. Among 


the benefits which the company an- 
nounces are steady year-round employ- 
ment and vacation with pay, free health, 
accident and life insurance, and a new 
restaurant and new recreation rooms. 

Additional machinery has been in- 
stalled and more efficient methods of 
manufacture have been worked out. 
It is expected that at least 450 dozen 
pairs daily will be produced when ex- 
pansion is completed. Also part of the 
company’s program is the plan to man- 
ufacture its own boxes, heels and 
counters. 


Makes Quick Conversion 


STOUGHTON, Mass.—Two days after 
the receipt of cancellations of orders 
placed for military shoes, on which 
work it had been engaged 100 per cent 
for approximately four years, the 
Joseph F. Corcoran Shoe Co., here, be- 
gan the manufacture of its regular 
lines of civilian shoes for men and 
boys. The supply of labor now is the 
only factor preventing the plant from 
operating at full capacity. This gap 
is being filled by advertising for help. 

Employee relationship has engaged 
the attention of the management for 
some time.‘ The net result, among 
others, is the installation of hospital 
and rest rooms and contracts which 
provide workers with Blue Cross. hos- 
pital care, Blue Shield surgical care 


and free life, accident and health in-~ 


surance. 
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FOR 
GROWING GIRLS 
MISSES AND 
CHILDREN 





ALL ROADS LEAD TO THE 


PARADE OF SPORTS 


PROMENADE SHOE CORP. 
118 WEST B'WAY, New York 13,N. Y. 














Style oan Top quality strap leather top, cellular rubber body, 
brown suede bottom 


VOSBURG FOOT APPLIANCE CO. 


WE ALSO MANUFACTURE AND STOCK 


~- 


A COMPLETE LINE OF 


Sponge Rubber Metatarsal Pads 
Instep Cookies 

Molded Leather Shells 

Felt and Sponge Rubber Heel Pads 
Shoe Polishing Brushes 


$18.00 doz. pairs 


Write today for a 


run of sizes and for our 
catalogue R-15 


16'6 LAVACA Sr. 


AUSTIN. TEXAS 





Undersupply Reported of 
Rubber Heels and Soles 


New York.—Production of rubber 
heels and soles continues substantially 
short of capacity because of labor 
shortages, the Rubber Manufacturers 
Association has reported. With the in- 
dustry facing the greatest civilian de- 
mand on record, it is still in need of 
workers. To date, the government’s 
action in lifting labor controls on V-J 
Day has not completely solved its man- 
power problems, the association said. 

Consensus of major manufacturers is 
that capacity operation will be neces- 
sary for many months to wipe out a 
four-year backlog of civilian orders, to 
“meet current demand in this country, 


and to keep pace with export require- 
ments. Indications of a _ continuing 
) world shortage in leather for a consid- 


period further emphasize this 


~ need for manpower, the association 
Noted. 


Reviewing the industry’s wartime 
job, the association listed more than 
1400 special types of heels and soles 
‘Supplied to the armed ferces, observing 
that in 1944 alone production had run 
t 206 million pairs of rubber soles 
and 383 million pairs of rubber heels 
for combined military and civilian use. 
The report outlined the industry’s suc- 

conversion to synthetic rubber 
and sketched, as well, the place that 
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i 


synthetic rubber and plastics may hold 
in the business after the war. 

To meet both military requirements 
and now greatly increased civilian re- 


Giant Flag Appeared 
On V-J Day 





New Orleans, La.—This mammoth 55 
x 80 foot flag appeared on V-J Day over 


quirements, the industry has stepped 
up capacity sharply. Manufacturers 
turned out 128 million pairs of rubber 
soles in 1941. New facilities put rated 
capacity at approximately 300,000,000 
pairs of rubber soles and approximately 
500,000,000 pairs of rubber heels, the 
association said. 

Post-war feeling of manufacturers is 
that there will be rather extensive use 
of synthetic rubber. There is a belief 
among many manufacturers that a 
large percentage of rubber heels will 
be made of synthetic rubber exclusively, 
and that this raw material may be 
combined with either natural rubber 
or plastics in the manufacture of many 
types of soles. Meantime, the associa- 
tion reported, the heel and sole indus- 
try has developed brand new materials 
which it regards as an improvement on 
and potentially a direct substitute for 
leather. 


Joins Begg & 
Cobb Staff 


New York.—Katherine V. Lally has 
recently joined the organization of 
Beggs & Cobb, Inc., manufacturers of 
upper leather, where she combines style 
and promotion work with secretarial 
duties. 

Miss Lally was formerly secretary to 
the Director of the School of Science 
at Simmons College in Boston, from the 
time of her graduation in 1941. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





Or ap SALESMEN WANTED by 
established nee en Women’s 
and Children’s Slippers and Play Shoes, in 
stock. All territories open. Address #703, care 
Boot and Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y¥. 
LIVE WIRE SALESMAN 
WANTED 
AF extensive oe of aw oy Women's, 
idren's Shoes. 
Commision bents. Write “ait of 
past and presen? lines carried, etc. 


Address 737, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














V ERY ATTRACTIVE PROPOSITION FOR 
LIVE WIRE VOLUME SALESMEN sell- 
ing Shoe Store Chains all over America. Line 
of Trademarked and Patented Correct Cushion- 
sole Inserts. Guaranteed products. Spiendid 


care Boot & Shoe Recorder, 209 South State 
Street, Chicago, Ill. 





around 30 years, has opportunity to 
take over Exclusive Representation of 
leading Distributor of Growing Girls’ 
Sport Shoes, Slippers, Casuals, for 
Nebraska, Missouri, Kansas. Experi- 
ence preferable. In reply state age. 
references, past employers. 


Address 736, care BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 











S ALESMEN WANTED, ALL TERRI- 
TORIES, COAST TO COAST. Diversified 
line Women’s and Children’s Shoes and Slippers, 
nationally advertised. Excellent opportunity for 
men with following with very progressive manu- 
facturer and distributor. Apply in detail. Ad- 
dress a care Boot & sa 100 
East 42nd Street, New York 17, N. Y. 


S ALESMEN WANTED to sell as Sidelines 
Infants’ Shoes, also Misses and Growing 
Girls’ Tn = es New York; 
‘exas. ress 41, care Boot & 

Shoe Recorder, East 42nd 
York 17, N. ¥. ar Ring 


WANTED—SHOE ‘SALESMAN! 
Wholesaler desires in East, 








in 
for Line of Men's 














OPPORTUNITY 


For ambitious, energetic salesman, 
Age 25-35, to represent, exclusively, 
National Distributor of Growing Girls’ 
Sport Shoes, Play Sandals, Slippers, 
in States of Minnesota, and Wisconsin. 
Experience preferred. Give full de- 
tails, age, experience, references to-— 


GOLO SLIPPER CO. Inc. 
129 Duane St., New York 13, N. Y. 











SALESMAN WANTED: To carry complete 
ideli of Bed Slippers for Upstate 
Pennsylvania or Baltimore and Washington. 
BANNER SHOE COMPANY, 46 North Fourth 
Street, Philadelphia, Pa. 


YOUNGER, EXPERIENCED TRAVELING 
SALEMAN with following in better grade 
retail trade and department stores, wanted by 
nationally well-known California Women’s Shoe 
Factory for the Eastern and Midwestern States, 
on commission, for exclusive services. Estab- 
lished volume. — Pioneering. Applications 
with personal da ience, references and 
recent photo. Address 739, care Boot & Shoe 
6 100 East 4 Street, New York 17, 











has openings in North Georgia, South 
Georgia, Alabama, South Carolina, 
Mississippi. Liberal commissions. High 
grade lines covering entire shoe field 
in addition to well known. line of 
Rubber and Canvas Footwear, also 
play shoes. Quick, dependable in stock 
service. An opportunity for good men 
to build for future. 


Address 732, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











plastic SHOE SALESMEN: to handle 
Eastern 


Line of an Manufacturer of Plastic 
Shoe Soling We will require several 
men, one each for the East, New England, 
South, Midwest, and Far West. Applicant must 
have experience and proper contacts. Give full 
information (confidential), SD, sepecding experience, 
age, etc. Address #729, care Boot & Shoe 
Recorder, 209 South State St, Chicago, Til. 


S‘TOWING,, EXPERIENCED, WITH FOL- 

LOWING, selling the shoe trade; to sell 

Ornaments, | Trimmings, Wholesale, Re 

an Se Louis and surrounding area. Address 

#728, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. 








M ANUFACTURERS’ Distributor, 
Women’s and Children’s Slippers has & 
mediate openings for men with established 
lowings. May be carried with other no 
flicting line. Liberal commission. State 
tory covered. Address #731, care Boot & Siz 
pg 100 East 42nd Street, New Y¥, 
17, ° A 


S ALESMEN WANTED to cover manuf 
er’s line of Men’s, Women’s and Childr 
Slippers. Commission basis. Address 
care Boot & Shoe Recorder, 100 East 
Street, New York 17, N. Y. 








SIDE LINE SALESMAN 


§ IDELINE SALESMAN—Complete Line 

ular priced Slippers; Children’s Stitchdo 
and~ Prewelts, in stock. Address #733. 
Boot & Shoe Recorder, 100 East 42nd St 

New York 17, N. 








HELP WANTED 








RETAIL STORE 
SUPERVISORS 

This is usual opportunity 
for pred Comme e Sohesienell 
divisional managers to supervise re- 
tail shoe stores. 

Only men who have had exten- 
sive experience supervising many 
units, or who have been a Toma 
managers of large units will be con- 
sidered 


This opportunity to become ar 
sociated with one of the, largest and 
most progressive retail operators 
in the country is open because of 
present expansion plans. 

Write fully as to experience, 
salary requirements, cosuinaey Tl : 
sired and other details. 


BOX 152 SUITE 1800 
TIMES TOWER, N. Y. 18, N. Y. 








SHOE SALESMAN: Make big carnings 
one of the South’s largest stores selling b 
shoes. Commission basis with a subs 
weekly guarantee. Applicant must be 


exempt. age and experience. 
HOFHEI ER's, 325 Granby Street, No 
Va. 


RETAIL SHOE SALESMAN, capable 
ing $50 to $60 week, steady position 
long established family shoe store, medium 
better grades, also Arch Shoes. Good o 
tunity for advancement. Mid-Western, 
man preferred. Write full details your © 
ence, ADDRESS: Box #742, Boot and 5 
Recorder, 209 South State Street, Chicago 4. 8 
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CLASSIFIED ADVERTISING RATES 


is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
2 words dded 


red, Seeraared 00 ony at cur otae, © 
used, count each word 


must be a for this and ty 
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(street Samber is one word) at 


check or money order with your copy. No accounts are opened for Siassified 
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